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A department store makes it a 
that question is a fortunate, practice once or twice a year to 
a wise and a successful man. advertise for complaints. A good, 
And luck enters into it not at all. By RICHARD L. PRATHER big space is used in the newspapers 
It means work and close applica- in which people are asked to write, 
tion. What do people like about a or call, and tell their troubles to 
store? What do they dislike? How do they regard Mr. So-and-So. On one occa- 
the boss? How are his salespeople held in popular | ||! sion a man came in and said 
opinion ? — | he had quit the store twenty 
There is only one way to find out. Ask, seek, find. Fa years before on account of a 
One of the wisest shoe men I ever knew said once: et fancied wrong. He went away 
“I would rather know what people are saying about -— 2 satisfied and almost at onée 
me than anything else. I 7 his trade, and the trade of his 
know that they will be pleas- friends and relatives picked 
ant and all that when they , lid up. In a year the store had 
are in personal contact. But : recorded several hundred dol- 
they are saying something of | | lars of increased business 
about me to their friends and pees from that neighborhood. The 
neighbors. I want to know man had been disgruntled all 
what that something is. If it zi those years and his influence, 
is unfavorable I want to ' / or unfavorable talk of the 
change the tone. If it is com- store had reacted badly for 
plimentary I want to know if the business. 


Fifth of a series 











it is just politeness or real ap- 
Preciation of my efforts to 
please.” 

There you have it. If peo- 
ple say nice things about a 
store to one another that store 
has the best line of advertis- 
ing possible to obtain. If 
they are running the store 
down, saying mean, spiteful 
things, telling others of an un- 
Pleasant experience, a bad fit, 
|°r something like that, the 
store is a fair way to ruin. 








The best 


tells another about your store 





possible advertisement (turn 
page 44, please) is the nice things one woman 


Would not this be a good 
idea—advertise in your news- 
paper space that you want to 
know how people regard you 
and your store? Offer a prize 
of a fine pair of shoes for the 
best letter telling you just 
what people are saying about 
you—favorable or unfavor- 
able. Assure them that their 
letters will not be printed, 
that your eyes alone will see 
the letters. Tell them it is an 
endeavor on your part to find 


[TURN TO PAGE 44, PLEASE] 
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IVE thousand golf 
FF courses Two mil- 

lion golfers and 
near golfers! What does 
all this sporting popu- 
lation mean to the aver- 
age shoe store, its stock 
and its sales force? Not 
anywhere near as much 
as it should. 

Mention golf to the 
rank and file of retail 
shoe salesmen and more 
often than not the very 


BOOT AND SHOE RECORDER 


By ERNEST A. BURRILL 


must overcome, says the author, is that the 
male customer, when he enters a shoe store, is still 
in business clothes and with his mind rather far 
removed from sport and sport apparel needs. On 
the other hand, when he is in the pro’s shop at the 
club, or in a sporting goods store, his mind is on 
sport. Therefore, argues the author, find out which 
ones of your customers are golfers; teach yourself 
to talk golf to these customers when they come in; 
teach your salesforce to keep abreast of local and 
national golf news; turn their minds toward golf; 


3 ge handicap which the retail shoe merchant 


July 7, 1928 


To SELL Golf Shoes 


One Solution of the Problem of How to Get More 
Sport Shoes Sold in Regular Shoe Stores 


ter miles in his entire 
day. So at the outset 
the 18-hole golfer takes 
nearly 18,000 steps in 
one 18-hole match of 
three hours’ duration, 
as against 13,000 steps 
for an entire business 


day for a store man- 


ager. 

Right off the first tee 
the shoe strain begins. 
The golf swing creates 
a body torsion that 
causes both feet to slide 





thought develops an 
“anti-sales” complex. 
Either the salesman is 
a non-golfer and still 
considers the game a foolish old man’s sport, or if 
the store owner is a golfer, then the salesman looks 
upon golf as another one of those “class privileges” 
which gives the boss two or three afternoons of liberty 
and ties the clerk still closer to his job. 

And so this shoe store golf story is written for the 
selling force of American shoe stores, for the purpose 
of bringing golf shoe sales to the shoe store where 
they belong, instead of allowing that business to drift 
to sporting stores and “pro” shops. 

One round of golf exacts more hard use of feet and 
footwear than a whole day of ordinary business or 
social life. Just follow a pair of shoes in one 18-hole 
game of golf. An average golf course is 6000 yards 
long, or between three and four miles. But this in- 
cludes only the distances between tees and greens in 
a straight line. It does not include the distances be- 
tween one green and the text tee, nor the “criss-cross” 
journeys along the fairways chasing “hooks” and 
“slices” nor the many, many steps hunting for balls 
lost in the rough or out of bounds. In a recent test 
by an accurate pedometer it was revealed that a golfer 
walked eight and one-half miles in an 18-hole_game, 
while a store manager walked only six and one-quar- 


shoes. 





and they will turn the customer’s mind toward golf 


slightly—a wearing 
action not entirely over- 


come by either spikes § 


to 


or rubber soles. In the average game of 90 shots, 
say nothing of those who score over a hundred, be- 
tween 50 and 60 of these shots involve the same twist- 
ing, sole-wearing swing. 
sand traps the wear is even harder. 
stumps, muck, long grass and much wetness all increase 
the unusual strain on the shoe. 


Golfers require solid, well fitted footwear—mor 


so than in almost any other sport. 


So much for service. But style plays a part equally 5 
important—perhaps more so in some golfers’ minds. § 
Golf togs today is one field of men’s dress where he § 


is enthusiastic. Color, pattern and style run riot in 
man’s golf clothes. Woolen and linen caps bedeck the 


golfer’s head. 
belts, gloriously designed knickers, hosiery that is the 


last word in the art of the dyer and knitter, and shoes 3 
But it J 


seems that most men still carry to the golf links the § 


—yes, there are some beautiful golf shoes. 
same sloppy psychology toward their footwear which | 
they show in their business dress. } 

“whippy” brassie is a mere bit of change to the volfet. 


real golf shoes! 


Free fitting sport shirts, gaudy golf § 


Ten dollars for i 


Ten dollars for a nifty sweater is easy. But $10 for i 
Just another bit of evidence that § 


July 
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T4ck Golt 


the shoe psychology of the entire country is wrong. 
It means education, protest, defence and publicity in 
which every branch of the shoe industry should join. 
Golf shoe style hasn’t anywhere nearly attained to 
its sales opportunities to the extent attained by other 
golf clothing. And this condition, to a large extent, 
is due to the lack of appreciation on the part of the 
shoe store salesman of what golf shoes mean to the 
“playing golfer” as well as to the “piazza golfer.” 
The burden of carrying this “message to Garcia” is 
not only on the shoe store owner and his advertising. 
To an even greater extent it is upon the shoulders of 
the shoe store salesman. Even though he may not 
play golf himself, or even if he is only an occasional 


= patron of the public courses where full golf dress is 
} perhaps not so much in evidence, the shoe salesman 


, 


should at all times maintain a “golf shoe” enthusi- 
asm. He should recognize the golfers when they 


come to the store. He 


should follow the local 


} and national golf develop- 
=» ments and be prepared to 


talk golf from an observ- 
er’s standpoint, at least, to 
these men. That kind of 
golf talk in shoe stores is 
thoroughly permissible 


Sand sales building. 


Shoe stores generally 
have not found it easy to 
build profitable golf shoe 
volume. In the first place 
it has not been easy to per- 


m suade the golfer to come 


to the shoe store for his 
golf shoes. When he does 
come to the shoe store he 
is not usually in his golf 
clothes—he is not a golfer 
then—he is a_ business 
man. On the other hand, 
when he is in the sporting 
goods store or the “pro” 
shop, he is all golf. It 
seems, then, that the bur- 
den is right up to the shoe 
store and its sales organi- 
zation to recognize the 
golfer when he comes into 
the store for his regular 


tional Open at Chicago. 


An excellent illustration of the author’s contention 
that golf shoes should be made to stand lots of pun- 
ishment. Here is the position of the feet at the finish 
of a drive. The weight of the body is thrown heavily 
on the outside of the left foot and balance is main- 
tained by the toe of the right. Incidentally these feet 
belong to Bobby Jones, runner up in the recent Na- 
The other photos on these 
pages also were snapped at the National Open. 
man putting is Walter Hagen 


shoes, to talk golf to the proper degree to him, to 
persuade him that golf shoes are a shoe store propo- 
sition and not a sport shop or pro shop side line. 
Correct fitting and its importance in improving his 
game is the one basis of argument that will interest 
him. 

Building a golf shoe business is not so much a 
matter of window display or advertising as it is one 
of personal salesmanship. Probably at least one out 
of every ten who comes into your store is a golf shoe 
prospect, either of the practical playing group or the 
style dress group. 

Shouldn’t it properly be the business of every man 
on your store selling force to find out from every man 
if he is a golfer of one kind or another, in fact why 
not assume that he is a golfer or interested in golf 
wear? The shoe store can provide the two big things 
which shoes can do for men’s feet—make them look 
well and make them feel 
well. In places where golf 
shoes are only a side line, 
the only point they can 
display or sell is looks. 
There is no fitting equip- 
ment or fitting salesman- 
ship. 

A real golfer is an en- 
thusiast. He will pay a 
real fee to a pro to teach 
him the exact science of a 
swing or grip. He will 
pay real money for “plus 
fours” and “plus sixes” 
and fancy socks. He buys 
his clubs in matched sets 
instead of individually. 

It is not a foolish 
thought entirely that he 
should also buy his golf 
shoes in matched sets. 
For the playing golfer, at 
least three pairs are nec- 
essary—one for rough wet 
weather, another when the 
course is dry and a third 
for the social aspect of 
club activity. There is no 
reason why this enthusi- 
asm should not carry 
through to footwear. 


The 
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Getting More Shoes Sold Right 







A “Trick Sales’ Caution 


HIS is the time of year when the merchant, to 

move goods, will “try anything once.” But 
beware—the easiest way to sales-volume is likely 
to be the wrong way. Watch out—slick advertis- 
ing schemes are flooding the country. Each is 
“sure-fire,” and some guarantee 20 per cent in- 
crease in sales with a surety bond clause “if you 
don’t do at least 20 per cent more business the first 
year, every dollar refunded.” Any merchant who 
falls for stunt advertising, plus stamps, tokens, 
punch cards, etc., must remember the extra induce- 
ment to buy is something other than the merchan- 
dise itself. Once he saddles his store with a “bait 
scheme” he must continue it into the far future, for 
his customers expect something more than foot- 
wear in every purchase. 

The scheme that seems to sell best this season 
is one based on the 20 per cent increase guaran- 
tee. It links the store with a coupon plan more 
damaging than “cigar certificates.” The fact that 
a bonding company guarantees the money back 
looks good to the merchant who thinks he has 
nothing to lose and everything to gain—but the 
money back clauses only cover the charges of the 
promoter and not the local advertising and extra 
costs that go with the proposition. 

There is but one way to growth in business— 
WORK. To get, by magic, a 20 per cent increase, 
is out of the question. To obtain a 10 per cent in- 
crease is about normal, and an extra good percen- 
tage at that, this year. It can only come through 












Jul 
straightforward merchandising—Selling goods on j 
their intrinsic value, plus style value, with a little) 
added for service over and above the bare cost of i 
handling. There is no royal road to riches in shoe | E 
merchandising this year. The right store in the} ho 


right location with the right merchandise must put} * ‘ 
behind itself the right service and schedule off “ 


prices to achieve any measure of success. Over the we 
long pull of years, the slow, steady growth of af j 
business, like a tree, is something in which to found 











sound pleasure. Any business that takes a trick a 
formula and hopes by it to jump sales 20 per cent, = 
year after year, is going contrary to the laws of : 
merchandising. ? ‘ 

Something for nothing just isn’t in the cards, ne 
Lots of farmer boys have found out that you can’t wg? 
lift yourself by your own boot-straps, yet plenty ._ 
of merchants will try to do it. oh 


cur: 
Decoy Ducks ” 


NTO the store came the salesman on one of his 
regular visits. His keen sense of intuition told “M) 
him several things—that business wasn’t so good, ure: 
the stock was plenty big and there didn’t seem tof of y 


tem 


er 


be any “buying atmosphere” in evidence. A 

No one greeted him. In fact the store was va- com 
cant and still. But he heard sounds in the back}™ “hi; 
room and could see filmy smoke drifting through! no 
the opened rear door. Sys 


So Mr. Salesman plodded right through the store)” are 
and there in the back room he beld Mr. Merchant.f7 they 
Busy? Yes, very busy. The whole room seemed ture 
filled with decoy ducks. And Mr. Merchant, pipe nev 
aglow, was thoroughly absorbed in painting life} thir 
like eyes on the heads of the decoys. > con 


PDE ain i, 








“Look here, Bill,” said he to the salesman, “look ¥ fact 
at that eye! Ain’tita beauty? Just green enough | 3 plie 
and not too bright. By George, that will fetch ’em/) wo 
in, won’t it?” ; fut 

Not a word from the salesman. ') con 

“What’s the matter with you, anyway?” said Mr.—) righ 


Merchant slightly irritated at the lack of enthusi- 7 Ss 
asm or interest. “Ain’t you got any sporting blood ))  figu 


a-tall?” ) spre 

“Course I have,” replied the salesman without 4 less. 
trace of peevishness. “Those are sure fine eyes. . app! 
And I couldn’t help thinking that if you would pu\}@ ther 
one-half the enthusiasm and art into fixing wp whi 


PRESEN 


shoes for that display window of yours as you 0} 
into making those decoys look just right, that per- 
haps you might attract customers just as you hope 
to attract ducks.” 

Wish we could end this little story by telling 
how the shoe merchant reformed, did pay some at & 
tention to the attractive power of his window 








shoes, and had a store full of customers next time H sho¢ 
That didn’t happen. But the salesman said 479 nat 
mouthful and the moral is self explanatory. » and 








y 7, 1998 
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of you.” 


> comment. 
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Not Ten Minutes Ahead 


E was a good shoe merchant. For twenty 
years he had been in business. He sold good 


shoes. His business had grown to over $100,000 


} per year. But his stock had grown faster. He in- 


yentoried nearly $50,000—just about twice too 
much. 


Yes, he had system—plenty of it. Two young 


' ladies were busy all day long with multitudinous 
' records. Some in green ink, some in blue and some 
in red. Not only on last year’s business, but the 


year before, and the year before. In fact, every 
phase of his business was recorded in ten-year 
units. 

A friend experienced in records and merchandis- 
ing, sat down with him one day in an effort to 
help. He was amazed at the completeness and ac- 
curacy of the records. 

“Why is it,” said the merchant, “with all this sys- 


' tem my business is not in better condition?” 


“My dear friend,” stated the merchandise man, 


| “My analysis is just this. You have ten years’ fig- 


ures behind you, but you haven’t ten minutes ahead 





A terse, tense telling 
Plenty of 
“history” figures. But 
no “budget” figures. 
Systems and_ records 
are valuable only as 
they help plan the fu- 
ture. System of itself 
never accomplishes a 
thing except to reveal a 
condition. With these 
facts from the past, ap- 
plied into a definite 
working plan for the 


ber 31st issue. 
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o a "i 
The ‘Reason Why 


BUCKLEY’S 
Jackson, Miss. 


Just a little friendly note to tell you that we ap- 
preciate the Boor AND SHOE RECORDER and value it 
more than any other reading matter. We think that 
it is wonderful the way you have worked up the 
table of costs and profits on page 104 in your Decem- 


We work six men in our organization, and we all 
read the RECORDER constantly and note that you 
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means gocd merchandising. About the time all 
the other merchants get set for a nice run of sea- 
sonal trade this bad boy of the shoe business starts 
something. Usually he throws a sale right in the 
midst of the best selling period, or even at the very 
beginning of the season. Several instances are 
noted, recently, of one of these incorrigibles creat- 
ing a mild panic in local business. One in particu- 
lar, in a western city, started a sale just as other 
stores were offering new spring styles and were in 
a fair way to make a nice cleanup. He threw onto 
the market all kinds of new shoes, apparently, or 
at least he said they were. Priced at ridiculously 
low figures, in some cases below factory cost—if 
they were shoes such as he represented in his ad- 
vertisements. 

What can be done with these bad boys? A strong 
local organization or merchant’s association might 
use moral suasion. Or failing in that a concerted 
action on manufacturers who supply him with his 
shoes might help. The best way, however, is to 
educate the chap and make him see that his action 
not only hurts all hands but injures himself. It is 
a serious problem and one that needs some careful 
thinking now. We have 
not heard it discussed 
in any meeting or con- 
vention. Would it not 
be a good idea to make 
this one of the main 
topics for discussion in 
some of the meetings 
yet to be held this year? 
Some of these disturb- 
ers do not attend con- 
ventions but they may 
be reached through a 
local organization. 

One of the signers of 
the Declaration said to 











future, then wrong 
conditions can be made always keep a step ahead. others who hesitated: 
right. Wishing you all success, we are “We had better hang to- 
Systems, records and Yours very truly, gether or we will hang 
figures, when too BUCKLEY’S SHOE STORE, INC., separately.” So it is 
spread out are value- (Signed) E. G. Covington. with many towns that 
less. When they are » * have no local associa- 
applied in budget form, tion. Better get to- 


then they are worth 
while. 


Watch the 
“Bad Boy” 


VERY town has its 
“Bad Boy” of the 
shoe business. He is a 
natural born disturber 
and upsetter of all that 


chant. 


Salesmen who read the Recorper regularly and 
intelligently must be an asset to any store. 

Mr. Covington is very wise to encourage his six 
salesmen to read the REcoRDER. 


Sn 6:1. 





The constant education of store salesmen is one 
of the first duties of every modern-day shoe mer- 
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gether and work it out 
as a group rather than 
to have each merchant 
battling alone, each 
man’s hand against the 
other. 

There is nothing like 
concerted public opinion 
to bring a man to time, 
but there has to be 
some sort of an organ- 


President 

















ization first. 
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One of the cleverest display 
fixtures in this new Parisian 
store is of heavy plate glass, 
the upright legs of which are 
held in position by a rounded 
bar of nickled copper. A small 
flat slab of extremely thick 
glass, not attached to the fiz- 
ture, serves as a heel rest. 


ACew “Fixtures the oA rt eN(oderne 


Highly Polished Metals and Heavy Plate Glass Utilized Instead 
of Wood in Paris Store 


duced in larger size on the top of the other page. 
Even though your taste does not happen to run to this 
school of architecture or art, nevertheless it must be 
admitted that the light projectors are one step 
in advance of the foot mirror which has no 
provision for throwing light on that side of 
the foot which is reflected in the mirror. 


ties in their quest for new shapes to be used 
in shoe display fixtures, the artists of the 
so-called Art. Moderne school have turned to the world 


AF ‘ties in their having exhausted all possibili- combination spotlight and mirror arrangement repro- 


One of the most interesting features of this new 
store is the way in which windows and even ceil- 
ings are made to serve a decorative purpose. In pictu 
the view at the left, the light is allowed to filter 
through an extremely sheer piece of drapery. 
Below, the window and ceiling are of multi- The 


colored glass worked into a cubist pattern con 


met 


of materials in order to keep up their reputation 
for originality. 

Highly polished aluminum, and nickled copper, 
steel, heavy plate glass bound in metals and many 
of the rarer woods are now being used. 

On this page are shown two views of the newly 
opened, highly modernistic shop of Bally, Inc., 
in Paris. Needless to say, it has created some- 
what more than a ripple in even the most modern 
of modernistic circles. The left hand picture 
gives a general view of one of the main fitting ~ 
salons, in the foreground of which is seen the 
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It so frequently happens that the 
foot itself casts a shadow or cuts off 
just that ray of light which is needed 
to light up the side of the foot which 
is to be seen in the mirror. Nothing 
like this is possible, of course, with 
this device. The mirrors are bound 
in nickled copper and the shelving is 
of highly polished metal. 

Indeed, this is almost entirely an 
all-metal shop. Even the facade, the 
front of the shop, is of steel. 

The furniture, and this is the 
exception, is of wood—ebene de 
macassar. It follows the regulation 
art moderne type. Everything is 
right angles and straight lines and 
each piece of furniture looks as though 
it might well have been carved out of 
a solid cube of wood. 

In this shop, even the ceiling is 
made to play a very positive part in 
the decorative scheme instead of 
being, aS is customary, merely a 
neutral adjunct—a convenient place 
at which to put a stop to the wall 
decorations. 

Notice the picture on the right. 
The ceiling, in illuminated glass, fol- 
lows the patterning and high color- 
ing of the end windows. No story is 
told by the windows. There are no 
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on this page are the single mirrors, 
fitting stools and smoking stand—all 
of nickled copper, very highly 
polished. The mirror, of course, is of 
glass but the glass is set in a frame 
of metal. The single exception to the 
use of metal in fixtures is seen in the 
glass display stand for one shoe only 
pictured at the top of the first page. 

Aside from the fact that these store 
fittings, with few exceptions, are of 
metal, there is, however, little to dis- 
tinguish them from other and equally 
modernistic furniture and fixtures 
which have been shown in the past. 

There is, of course, a distinctive 
appearance to a fixture of metal which 
is not possessed by wood. On the 
other hand, it may be argued that 
wooden fixtures can be manufactured 
more inexpensively and usually more 
quickly. It can further be argued 
that, once having invested in wooden 
fixtures, the color scheme can more 
easily be varied from week to week, 
or from month to month. 

Metal of the kind used in this 
Parisian store, nickled copper, looks 
its best when smooth finished and 
polished. It can be painted or 
lacquered, of course, but if one is go- 
ing to paint metal, why choose such 


pictures. It is just a pleasing dis- an expensive one. 
repro- tribution of various color masses, Wood, on the other hand, can be 
re. worked out in the same straight line painted and repainted—old coats of 
to this and cube effect as that noted in the paint can be removed either by scrap- 
ust be display fixtures and in the furniture. This is the most interesting fix- ing or by the use of paint and varnish 
ie step Another highly novel lighting ef- ture of the lot—a combination of remover. A hundred different effects 


las no 
ide of 


fect is secured in the room shown inh 
the photograph of the shop on the left. 


polished metal and mirrors with 
the light projectors to illuminate 


can be achieved with wood whereas 
only one is possible with the nickled 


Here the light apparently is not the front of the foot copper metal treatment of this store. 

allowed to shine directly into the room This is not designed as a criticism 
but is diffused by being filtered through a sheer drap- of the store in question, however, which is unique, de- 
is new ery, or perhaps a fairly close lace work effect. lightful and ultra-modern. It may well serve as an 
mn ceil- Other modernistic articles of furniture noted in the inspiration to some of our American retail shoe mer- 
se. In pictures and of which larger reproductions are shown chants in search of new ideas for store trim. 


» filter 
apery. 


The fitting stool is an interesting ex- 

ample of the art moderne. It, too, is 

of nickled copper sheets, fairly thick, 

to give it weight. The upholstery 

which covers the seat and the footrest 

is padded underneath, making it more 
comfortable 


The foot mirror shown here is a 

combination of mirror glass and 

metal. The metal, nickled copper 
again, is highly polished 


The smoking stand, 

also of metal, is high- 

ly modernistic in its 
design 


multi- 
ern 














HEN stepping into 
i the shoe shop or 
bootmaker’s to pur- 
| chase a pair of shoes, 
i our only consideration is 
for the finished product, 
| to acquire at the right 
price, something of com- 
fort and style with which 
to adorn our feet. It is 
but one of the hundred 
and one transactions that 
go to make up our daily 
needs and little, if any, 
thought is given to how 
and by what means our 
shoes are created. Yet 
behind this finished article lies its history which is 
filled with business romance. 

In the case of our shoes, we go to the farther- 
most ends of the earth to collect the different raw 
pelts from which the leather is tanned and, as we trace 
it through all the channels and intricate maze of 
world commerce and industry from its source to its 
final masterpiece of utility and service, we sense then, 
and only then, that there is such a thing as romance 
in business. 

All shoes manufactured for American consump- 
tion have leather in them and most are made entirely 


pen pictures. 










Above is shown the beam house. Here, after the skins 
are soaked in water, and mill-drummed to restore them 
to their natural condition, they go into these reels of 
liquid composed of lime and red arsenic, or of lime and 
sulphide. Note the mechanism. These reels are in 
; groups of four or six, separately and electrically driven. 
Each reel is fed by a duplex water system of both hot 
and cold water with a mixer. Great care has to be 
taken in regard to temperature. In very hot weather 
quantities of ice are used to maintain a uniform tem- 
perature. Skins remain in these reels from ten days 
to two weeks 
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“be, Keast Days “in Kidskins 


The Sacrificial Slaughter Of Goats By Mohammedans Provides the World 
With One Of Its Chief Sources 


By C. FREDERICK C. STOUT 
President of John R. Evans & Co. 


O give to everybody in the industry a true 

picture of the tremendous amount of detail 
that goes into the manufacture of a pair of 
shoes, we are publishing a series of remarkable 
The public and the trade accept 
as an obvious fact the finished shoe, and have 
no comprehension of the immense amount of 
detail that goes into its sorting and selection, 
creation and merchandising. Already in this 
series we have published, on June 9, an article 
entitled, “The Marvel of Shoemaking—202 is 
Operations,” and, on June 30, “Many Hides for 
Many Uses.”—Editor’s Note. 
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of it. This leather falls 
into two natural groups. 

First. The sole leather, 
out of which the soles and 
heels of our shoes are cut, 
is tanned entirely of bo- 
vine stock. 

Second. The upper 
leather, out of which the 
vamps and quarters are 
cut, and of which this ar. 
ticle particularly treats, 
subdivided into the 
heavier upper leathers 
which are tanned and 
manufactured from bovine 
stock, such as calf, kip 
and light cow hides; and the lighter, finer colored 
leathers which are made out of goat and kid skins. 

The sheep skin also, at times, forms part of the 
shoe for lining or trimming purposes. 

To give some idea of the magnitude of this branch 
of the leather industry today, we import annually 
about 50,000,000 goat and kid skins, 80 per cent of 
which are worked in Philadelphia, Camden and Wil- 
mington. The black and beautifully colored kid shoes 
one sees in the shoe shops throughout the country are 
in this wise associated with this Philadelphia indus- 
trial section. The few that are not tanned here are 
worked mostly in New England. 

To trace the origin of this leather raw stock, one 






































This is the unhairing and piecing department of the 
beam house. The machines seen on the left (in photo- 
graph below) are unhairing machines. Men at work on 
the beams at the right, in the same photo, are trimming 
the ears, snouts, tails and other offal around the edges 
of the skin and preparing them for the fleshing and 
slating machines and baiting reels, all of which has to 
be done before the skins are tanned 
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of the largest contributors is India, and if we follow 
the course of the Ganges River from Calcutta at its 
delta through Patna, Benares, Delhi, Bengal, Bihar 
and the United Provinces until we come to the foot- 
hills of the Himalaya Mountains, we find herds of 
goats that form the principal earthly possession of 
the Shepherds of these hills. This exemplifies the 
character of the sources from which the raw mate- 
rials are gathered from this industry. 












the great feast days of the Mohammedans to be 
sacrificed, and it is through this section just described 
that some of the finest raw material for kid leather 
comes, although all parts of India furnish us with large 
quantities of pelts. 

As we have followed the course of the Ganges, so 
we can follow the course of the Indus River and its 
tributaries to Lahore and Amritzar, from which are 
shipped the skins of the Punjab. 

Likewise, in China we can follow the course of 
the Yangtze River from Shanghai to Hangkow, Ichang 
and Chungking—reaching into the farther districts of 
Szechuen, Shensi, Honan, Hupeh, Human, and Anhwe. 
This river is the only means of transportation by 
which these skins are brought to the larger centers of 
commerce, such as Shanghai, Hangkow and Ichang. 

The skins of Mongolia and the Northern Provinces 
of China proper, such as Chili, Shansi and Shantung, 
are brought partly by rail but principally by water 
to Tiensin for their final curing, selecting and pack- 
ing. 

As I have stated, kid and goat skins come from 
practically every country on the globe. Spain fur- 
nishes us with a different class of raw material, but 
of the finest order; Italy likewise, and what are known 
as the Balkan States. Russia is a large producer 
both of goat and calf skins. 

Java, Arabia, Abyssinia, all of the northern coun- 
tries of Africa, Nigeria and the Cape are important 
factors in our supplies. 

No less important are Mexico and all of the South 
American States—Brazil, Argentine, Venezuela, Co- 
lobia, Peru and the West India Islands are large 
contributors toward our supply of 50,000,000 goat- 
skins which we import. 


[a quantities of goats come into the market on 


































Showing kidskins being staked. After skins are tanned 
they are shaved on the back, colored and fat-liquored 
and then dried. They have to be aged for ten days or 
two weeks in this dry, tanned condition, before starting 
on their finishing processes. Skins are dampened, and 
below you see the men at work on the staking machines 
which pull the leather out and soften it. This process 
has to be duplicated with some modifications 
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From this picture it will be seen at once the time 
element is a most important and vital factor from the 
standpoint of business consideration. From the time 
the tanner in the States negotiates the contract for 
the collection of his skins which, from the nature of 
the raw material, are more or less seasonal, he has to 
figure anywhere from sixty days to five months before 
his arrivals are actually at hand in his factory ware- 
house. The length of time is influenced, of course, 
by the distance from which the particular skins come, 
those from the interior of the Far East taking the 
extreme length of time, and those from Mexico and 
nearby points a shorter period. The purchase of 
skins at origin involves the further questions of ex- 
change, custom laws and regulations, and the weights 
and measures of common usage of the particular coun- 
try. All of these factors have to be reckoned with, in 
addition to transportation and insurance, in calculat- 
ing the cost landed in the States. 

It is also necessary, where an important volume is 
being produced, that at least a sixty days’ or, in many 
instances, a ninety days’ supply has got to be kept on 
hand in order to guarantee daily soakings for regu- 
lar maximum production and insure against all of 
the delays that are apt to take place caused by chang- 
ing local conditions at origin, risks in shipping and 
transportation. 


BOUT two months are consumed in converting 

raw pelts into finished leather in mass production. 
Skins, from the day they are put into vats until they 
are finished and ready for selecting into grades, pass 
through no less than thirty to thirty-five operations 
or handlings. When finished anywhere from one to 
two weeks are consumed in measuring, assorting, siz- 
ing, hefting and casing the leather to put it in an ac- 
ceptable marketable condition for the shoe manufac- 
turer to purchase. More than one hundred selections 
are made from a table run, when we figure sizes, heft 
and gradings. 

It might be said the acquiring of raw material for 
manufacturing black and colored kid is a business in 
itself; its assorting, manufacture and grading is a 
business in itself; and its selling and distribution to 
shoe manufacturers is a business in itself.” 



















Above is shown the glazing department. After the skins 
have been properly seasoned and thoroughly dried, they 
are put under these glazing jacks. The table of these 
jacks is covered with a strip of firmly tanned belting 
leather and the jack itself is set with a flint glass, or 
agate cylinder, of the same width and about two and 
one-half inches in diameter. Friction caused by the 
glass in passing over the seasoned skin at tremendous 
pressure brings up the finish and gloss. The processes 
of seasoning and glazing are gone through with three 
times before the leather is completely finished 
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Co-Operative Ads Sell 


* ae 


ian illustration above is a 
reproduction of a two-page 
advertisement which ap- 
peared in the June 11 issue of the 
Baltimore News, ushering in 
“Sport Shoe Week,” sponsored by 
a dozen or more retail merchants 
in that Southern city. 

This cooperative effort was the direct result of a visit 
paid to Baltimore recently by Cal J. Mensch, managing 
director of the Middle Atlantic Shoe Retailers’ Asso- 
ciation, during which he sought to interest merchants 
in forming a local organization similar to those in other 
cities. 

The meeting was held at the Wyman store and was 
attended by about twenty-five representatives of lead- 
ing shoe and department stores. The theory of team 
work in business was discussed and an organization 
committee, consisting of E. T. H. Bowen, shoe buyer 
for The Great House of Isaac Bensch & Sons, chairman; 
M. Regan, of Kirchner’s; Mr. Gisreal, of Dr. Kahler’s 
store; and W. Thorne Peters. 

Another committee, on publicity, was named, consist- 
ing of George Hess, of N. Hess & Sons, and Amos 
Reeder of Wyman’s. - 

The former immediately introduced a resolution call- 


Baltimore Merchants Get 
Together and Stimulate 
Their Retail Volume 


Shoes 


ing on the retail merchants of the 
city to get together and celebrate 
“Sports Week.” 

The idea was received with much 
enthusiasm and as a result a spe- 
cial display and selling drive on 
sport shoes and hosiery was made 
during the time specified. 

Chairman Bowen writes to the BOOT AND SHOE RE- 
CORDER that “Sport Shoe Week” produced the most at- 
tractive windows he had ever seen and resulted in 4 
good increase in business. The Hub showed seven wil- 
dows, devoted exclusively to sport costumes and acces- 
sories, with shoes prominently featured. 

It is felt that the fine spirit of cooperation on “Sport 
Shoe Week” will further demonstrate to the initial 
group of 25, and to others, the need of a local associa 
tion. 

Cooperative ventures of this sort are not new, but 
they are uniformly successful when enough merchants 
come in on the proposition and carry out the agreement 
in all its terms. This proves conclusively that real co- 
operation and team work do produte results. It is 
noted around the country that those cities which have 
strong local shoe associations, to which practically all 
shoe merchants belong, are notably good shoe towns, 
and the shoe merchants are usually prosperous. 
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n a COLLEGE 


‘Town, Flynn 


Gets Em BOTH 


Edward M. Flynn, of Niagara Falls, N. Y., Has Worked 


Out a System Whereby He 


Can Sell Equally Well to 


Furious Youth and Dignified Middle Age 


want to know how Flynn’s, Niagara Falls, N. Y., 
gets a veritable raft of schoolboy business. 

But if your store hasn’t much of an opportunity to 
get this type of trade, due to the absence of a “college,” 
you will surely be interested in reading how Flynn’s 
also goes after the general city trade—and gets it. 

The Flynn store, located at 2009 Main Street, Niag- 
ara Falls, is owned and operated by Edward M. Flynn, 
one of the directors of the New York State Shoe Re- 
tailers’ Association. The store is large—a long, clean 
and well-lighted affair—and is manned by three expert 
male clerks and Mr. Flynn himself. 

As you enter the store between two attractive win- 
dow displays, you are in the center of a little lobby 
which is bounded, straight ahead, by a polish and find- 
ings and men’s hosiery display; to the left, by a wo- 
men’s writing table and chair, and on the right by an 
exceptional display of women’s hosiery in counter case 
and in drawers against the wall. 

Skirting the polish and findings and men’s socks dis- 
play, you are setting foot upon the shoe store proper. 
Two long rows of chairs, 
with backs to each other, 


f your store in a “college down’? If it is, you will 





a 


business? In a city of 75,000 hard-working, industri- 
ous souls, in a city that has perhaps more than the 
average number of shoe emporiums in a community 
of its size, in this city of Niagara Falls, a short hour’s 
run from Buffalo, how does Flynn do the large yearly 
business that is his? 

Here is the answer. 

Just outside the city is a boys’ college that has an 
enrollment of several hundred students. Flynn has con- 
sciously set out to get this trade. The college issues a 
small weekly newspaper. Flynn is in this paper every 
week with an ad that talks. 

Nothing stereotyped, nothing ordinary about Flynn. 
He does not appeal to the sophisticated, as most college 
students are, by unsophisticated ads. He injects a 
‘little Greek here. Demosthenes, the great Greek 
orator, talks in Greek, his native tongue, to the stu- 
dents, urging them to “see Flynn immediately.” He 
sandwiches in some Latin phrases there; he talks to 
them about football, baseball, classes, teachers. Flynn 
advertisements “talk the language of the students.” 

“IT write all copy myself,” says Mr. Flynn. “My re- 

ceipts tell me that I am 


7» doing a good job. In my 








face opposite walls against ° 
which, from floor to ceil- 
ing, are placed the im- 
mense stock of the Flynn 
shoe store. 

Easy accessibility of 
stock, ever present before 
the customer’s eyes, makes 
it possible for clerk and 
customer to be in constant 
contact. This is a point 
that many shoe retailers 
are losing sight of in an 
attempt at exclusiveness. 
Some find keeping the 
stock in a back room good 
business, but Flynn be- 
lieves in close cooperation 
of salesman and customer. 
And this, he maintains, is 
not to be had 100 per cent 
unless all stock is in the 
actual sales room. 

But so much for the 
physical aspect of the store 
itself. 


H-1213 

from stock. 
H-1214 
H-1215 
H-1216 
H-1217 


H-1218 
a $6 retail line. 
H-1219 


fords. 








They Want to K now 


Merchants ask us where to buy shoes and 
other store merchandise. 
list the following typical inquiries: 

H-1211 Wants men’s congress gaiters. 

H-1212 Wants women’s McKay high heel novelties 
retailing $5 and $6. 

Wants women’s genuine buck welt oxfords 


Wants men’s work shoes at $1.50 and $3.50. 
Wants men’s medium priced riding boots. 
Wants men’s shoes to retail $3.50. 

Wants women’s novelties to retail $4, $5 
and $6 in case lots. 

Wants women’s shoes to retail $2.95, also 


Wants men’s cheap white canvas welt ox- 
H-1220 Wants women’s snappy slippers to retail 
$6 


H-1221 Wants men’s cheap welts. 

H-1222 Wants women’s novelty turns to retail $5. 
Interested parties may have names on re- 
quest to Information Department, Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


copy in the college paper, 
I try to get right down to 
brass tacks and speak the 
language of the students. 
I get right down and tell 
them what’s what, mean- 
ing that when they buy 
shoes the only place for 
them to go is Flynn’s. The 
boys like my ads. Many 
have told me that they ‘hit 
the button’ with them and 
that is why they are in my 
place. Anybody likes sin- 
cerity and college lads are 
no exception to this rule. 
In my ads I endeavor to 
get them to thinking that 
I am just like themselves. 
That is why my ads talk 
their language. They ‘un- 
derstand’ Flynn’s adver- 
tisements better than they 
do most ads. I find that 
the advertisements we 
place in their college paper 
—so the boys themselves 


In this space we 

















How does Flynn get 


[TURN TO PAGE 45, PLEASE} 
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How Do You Stand w/th 
Your Vrade?f 


[CONTINUED FROM PAGE 33] 


out how you stand in the community. Also, add that 
you want to make right anything that may be wrong 
and that you go on record as being ready and cheer- 
fully willing to make amends for all grievances, fan- 
cied or real. 

Next in importance is to learn what people think 
about shoes. When you have that information before 
you it will be a guide to buying and selling. The 
Same newspaper space might be devoted to asking 
questions of the people. Some big public service cor- 
porations do it right along. Gas and electric com- 
panies advertise to learn what people are saying and 
thinking about them. 

Try something like this: 

A prize of a pair of $15 shoes will be given to the 
person who best answers the following questions. 
What kind of shoes do you like best? What col- 
ors? What lasts, heels, toes, etc.? Do you buy 
here? If not, why not? Do you consider our shoes 
too high in price or too cheap? Tell us all about 
ourselves as you think we are. We want to 
please you. But we cannot do a good job of it 
unless we know what is best and what is worst 
about this store. A second prize of three pairs 
of hosiery is offered. 
A third prize of one 
pair. To every per- 
son writing us on this 
subject we will give 
a nice little souvenir. 

You may be surprised 
to find that the response 
will be large. Keep at it 
if your first try is not 
as great a success as 
you would like. One try 
at anything is not a fair 
test. Remember that it 
took Edison a lifetime 
to develop certain 
things. 

Get the salesforce 
into the habit of asking 
questions, tactfully and 
reflecting the state of 
public mind. A bonus 
offered them will help a 
lot. For the best month- 
ly report of what people 
are saying give your 
salespeople a real re- 
ward in money. All it 
costs will be worth 
while. Do not hesitate 
to turn loose some coin 
if you want to get facts 
first handed. 

It is a great business 
error to pinch pennies 
where dollars are con- 


than this. 


liness. 


Bert Stiff, for many years associated with the Burk- 
hart Shoe Stores operating in Illinois, has formed a new 
corporation, The Stiff Stores, Inc., the first of which was 
opened in Benton, Ill., a few months ago. 
is named Shu-Bert, which was the name adopted from a 
contest in which 500 names were submitted. His store 
is the first parlor type store to be introduced in Southern 
Illinois, which Stiff says has grasped on immediately. 
Its particular appeal is to the furious youth type of 
buyer and no endeavor is made to interest trade other 
For the general family shoe store, Mr. Stiff 
states another type of store will be opened and this will 
appeal directly to the rural and family shoe trade. To 
mix the two would end in failure is his belief. The new 
store is 28 x 70, with wicker furniture with modernistic 
upholstery. Waxed floors add to the appearance of clean- 
All stock is concealed. 
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cerned. Saving at the spigot and wasting at the bung 
hole causes more failures than almost any other thing 
in retailing. It is better to spend $10 to find a leak 
than to have the leak continue. 

You might be amazed to learn that people pass up 
your store because they do not like your window 
shoes. They think you are too high and mighty for 
them. You may have attempted some of that big city 
stuff, one of those jazz windows, and driven off a lot 
of good substantial trade. You may have failed to 
place price tickets on the shoes. People may like the 
looks of the shoes and fail to come in because they 
are afraid of the price being beyond their reach. Your 
newspaper advertisements may be responsible for 
more people staying away from the store. You may 


. have followed the lead of one of the big boys in some 


city and shot over people’s heads. 

Right here and now, let me counsel you once more 
to be yourself. Do not try to be a big towner ina 
village. Forget the big fellows and their ways. Sel- 
dom it is that a small store may adapt a city idea to 
its local needs. Not long ago a small town merchant 
said to me: “What I dis- 
like about trade papers 
and conventions is that 
they talk too much big 
town stuff and ignore 
the actual needs of the 
great majority of mer- 
chants—the small oper- 
ator in the town or city 
of less than 5000 peo- 
ple.” There is truth in 
that. We hear too much 
about what some big 
boy is doing in New 
York, Philadelphia or 
other metropolis. We 
have too little of the 
small town man and his 
necessities. 

The big town boys 
have their problems, too, 
but they have to be 
solved in their own way. 
What will build a trade 
in a large city with a 
dense population and 
thousands of daily trar- 
sients won’t work at all 
in the small community. 
It’s a different problem 
and requires a different 
solution. 

(Next week: ‘How 
much can they afford to 
pay ?”’) 


The new store 
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by the various branches of the International 

Shoe Co. the week of June 25, one day was set 

aside for an inspection tour to the company’s plants at 

Hannibal, Mo. A special train was chartered to take 

the entire force, numbering in all close to 800, to Hanni- 
bal and return on Tuesday. 

Three of the company’s plants were inspected—the 


Tvs tn the semi-annual sales conference held 


Hannibal factory, the Bluff City factory and the Rubber 


Plant. The Hannibal factory has been operating for 28 
years, the Rubber Plant four years and the Bluff City 
plant for three years. Approximately 2500 pairs of 
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Largest Shoe Selling Force in 





the WN orld 







International Shoe Co. sales force, combined, in front of one of the plants at Hannibal, Mo. 


shoes are made daily in the company’s Hannibal fac- 
tories. The Rubber Plant produces 135,000 pairs of 
rubber heels per day, and 30,000 pairs of rubber soles 
per day. 

Due to the large number of visiting salesmen, they 
had to be broken up into groups and conducted through 
the factories by guides who explained each operation 
and gave general information concerning each depart- 
ment. The tours were very instructive, and the largest 
shoe selling force in the world returned to St. Louis 
with a new wealth of information on how shoes and 
rubber soles and heels are made. 





oo 


tell us—are the most distinctive and outstanding in the 
whole paper. 

“And so, using a little money—it does not cost much 
to advertise in this type of paper—and a little initiative, 
and treating the boys right when they come into the 
store, we do a large college boy business. And the lads 
themselves, going about the city, are great advertisers 
for us. This last is a point that is worth all the time 
and effort spent in getting ‘college’ business.” 

And then there is the second part of the answer— 
the general city trade. Flynn is equally as progressive 
in seeking this business. Three times a week, through- 
out the year, he advertises in the one local daily news- 
paper. 

One ad will be on women’s shoes, or hosiery, etc., and 
may always be found on the society page. One ad will 
be on men’s shoes. Only an earthquake or the millen- 
nium will keep this from always being on the sports 
page. The third weekly ad will stress some service that 
is unique at Flynn’s. 

If you were a customer, how would you react to this 
typical Flynn ad? 


A Word on Fitting Service 


“IF you place your feet in our hands, we will 
guarantee the fit. And if, perchance, you should 
be misfitted, and we all make mistakes, we will 
make good. 

“However, customers insisting on a particular 
size cannot expect, nor will they receive, any re- 
dress in the event a perfect fit is not yours.” 


Flynn talks to ’em, to be sure. He tells them what’s 
what—and they like it. But he is no more nor no less 


Ina College ‘Lown, Flynn Gets Him Both 


[CONTINUED FROM PAGE 43] 





than sincere. He merely tells Niagara Falls trade just 
what to expect at Flynn’s. 

Once a week a Flynn service ad appears in the news- 
paper. No two ads are alike at any time. Nor are any 
of his merchandise advertisements alike. Flynn be- 
lieves in distinctiveness and carries this note right 
straight through the entire customer shoe sale trans- 
action. 

At the top of each advertisement is the line: “Shoes 
of the Better Sort.” Flynn has sold this slogan to the 
city of Niagara Falls. He has done so by consistent 
week in and week out advertising. 

College journal and newspaper advertising is not all, 
however. There are the two windows of the Flynn 
store. These are changed twice a week. 

“Store fronts are wonderful business pullers,” says 
Flynn. “The point is to keep changing them and to 
make them as ‘catchy’ as possible. A novelty here, a 
dash of color there, will do much to give your windows 
life. And life, pulling power, is what all shoe win- 
dows need. 

“The big thing in the shoe business today, as I see 
it, outside of advertising and the actual getting people 
—new people—into your store, is in the fitting service 
you give. This is the only hope for the independent 
shoe retailer. He must give better service than his 
neighbor, the syndicate. 

“Tt is to laugh’ to hear one declare that an indepen- 
dent cannot compete and do big business. Let him 
look into his own self, his own methods, and get down 
to the truth of the situation. Let him give fitting ser- 
vice—this means not only a perfect fit to each and every 
customer, but the rendering of a number of little things 
that sell you to your customer.” 
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What will you put in your window— 
just “Shoes”, or 
Foot Saver Shoes? 


SHOW FooT SAVERS, and build your business! 


Sey aS ‘s Pee atk : 
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SHOW FooT SAVER DISTINCTIVE DESIGNS, the 
* different” smartness that women hunt for! 


DisPLAY THE NAME “Foot Saver’—a name 
that sells! 


TELL THE FooT SAVER STORY of “slenderized 
ankles”—a story that pulls! 


PLAY UP Foot SAVER patented in-built con- 
struction —every woman wants this feature 
when she can get it in a beautifully styled, 
well-made shoe. 


You are not in business for present volume — 


with a back-kick. 


You are in business for sales now, and more 
sales a year from now. 


SHOW Foor SAVERS, tell the Foot Saver story 
in your window—and build your business, 
instead of just keeping it going! 


AND REMEMBER—Foot Savers are advertised 
nationally —every month in the year! 


The Julian & Kokenge Co. 


426 East 4th Street, Cincinnati, Ohio 
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Ofrorss pavements, escalators, 
stairways, pullman steps, etc., 
are danger spots to slender wood heels 
attached with ordinary attaching 


nails. Safeguard your customers by 
using Alpha Wood Heel Screws. 


Their exceptional holding power 
sets the heels true and rigid, keeping 
them in exact position— gripped to 
the heel seat. Heels attached with 
Alpha Wood Heel Screws cannot 
become loosened or lost. 


























Farsighted retailers 
forestall vain regrets 
by insisting on the 
use of Alpha Wood 
Heel Screws by the 
manufacturer. An 
important little detail 
that will safeguard 
your customer and 
Sadi, help create good will 


nited Shoe Machinery Corporation ry 








: BOSTON, MASSACHUSETTS 








The Shoe 
Enthroned 


Gold kid shoes are here 
shown with gold beaded 
georgette gown and silken 
hose in a novel photograph 


of model and her reflection, 
one of a series taken for 
Phoenix Hosiery. ( Could 
there be a clearer demon- 
stration of the shoe as a 
harmonious factor in a cos- 
tume ensemble? ( Photog- 
raphy, reproduced perfectly 
by the process of rotogravure, 
enables you to do your 
merchandise justice. & Inci- 
dentally, this picture is one 
of a campaign being run in 
a list of papers selected from 
among those shown on the 
back ofthis pageas publishers 
of rotogravure sections. 


' 
} 





ROTOGRAVURE 


Prints ‘Perfect Pictures - the Universal anguagp 





































- * Albany Knickerbocker Press 
_ *®Atlanta Constitution 
* Atlanta Journal 
*Baltimore Sun 
*Birmingham News 
*Boston Herald 
*Boston Traveler 
*Buffalo Courier Express 
*Buffalo Sunday Times 
Chicago Daily News 
*Chicago Jewish Daily Forward 
Chicago Sunday Tribune 
*Cincinnati Enquirer 
*Cleveland News 
*Cleveland Plain Dealer 
*Denver Morning Post 
*Denver Rocky Mountain News 
*Des Moines Sunday Register 
*Detroit Free Press 
*Detroit News 
*Fort Wayne News-Sentinel 
*Fresno Bee 
* Habana, Cuba, Diario De La 
Marina 
* Hartford Courant 
* Houston Chronicle 
* Houston Post-Dispatch 
* Indianapolis Sunday Star 
*Kansas City Journal Post 
_ *Kansas City Star 


— 


‘Rotogravure Sections 


are PUBLISHED every WEEK in 
FIFTY-TWO CITIES of NORTH AMERICA 
by these EIGHTY-SIX Newspapers 


*Long Beach, Calif.,Press Telegram *New York Sunday News 


*Los Angeles Sunday Times 
* Louisville Courier Journal 
*Louisville Sunday Herald Post 
Memphis Commercial Appeal 
Mexico City, El Excelsior 
* Mexico City, El Universal 
* Miami Daily News 
* Milwaukee Journal 
* Minneapolis Journal 
*Minneapolis Tribune 
* Montreal La Patrie 
Montreal La Presse 
* Montreal Standard 
* Nashville Banner 
Nashville Tennesseean 
* Newark Sunday Call 
* Newark Morning Ledger 
*New Bedford Sunday Standard 
*New Orleans Times Picayune 
New York Bollettino Della Sera 
New York Corriere D’America 
*New York Evening Graphic 
*New York Jewish Daily Forward 
*New York Morning Telegraph 
*New York II Progresso 
Italo Americano 
*New York Evening Post 
New York Herald Tribune 
*New York Times 
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*New York World 
*Omaha Sunday Bee-News 
*Peoria Journal Transcript 
*Peoria Star 
*Philadelphia L’Opinione 
* Philadelphia Inquirer 
*Philadelphia Public Ledger 
*Providence Sunday Journal 
*Richmond, Va., Times-Dispatch 
*Rochester Democrat Chronicle 
*St. Louis Globe-Democrat 

St. Louis Post Dispatch 
*St. Paul Daily News 
*St. Paul Sunday Pioneer Press 
*San Francisco Chronicle 
*Seattle Daily Times 
*South Bend News Times 
*Springfield, Mass., Union- 

Republican 

*Syracuse Herald 
* Syracuse Post Standard 
*Toledo Sunday Times 
*Toronto Star Weekly 
* Washington Post 
* Washington Sunday Star 
* Waterbury Sunday Republican 
* Wichita Sunday Eagle 
* Youngstown, O., Vindicator 


| Rotoplate is a perfect paper for rotogravure printing, and is supplied 







by Kimberly-Clark Company to above papers marked with a star 


erly-(lark (Ompany 


_ 
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ESTABLISHED 1872 
NEW YORK 


X& 
Neenah, Wis. 51 Chambers Street 


+ CHICAGO, 208 S. La Salle Street 


LOS ANGELES 
Associated Realty Building 


Write for our new book, the ABC of Rotogravure, showing many interesting specimens printed by 
this modern process, It will be sent to you without charge. Address Kimberly-Clark Com- 
pany, Rotogravure Development Department, 208 S. La Salle Street, Chicago 
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A GREAT SEASON AHEAD 


Roberts, Johnson & Rand’s corps of 250 salesmen are 
now in their territories with their new fall lines after 
having spent the last days of June attending the sixtieth 
semi-annual sales convention of the House of Stars. 


Many thousands of thoughtful, successful retailers of 
shoes have learned from experience that “Star Brand 
Shoes Are Better,” and the consuming public of the 
United States, who are also familiar with this famous 
slogan, is numbered by the millions. 


“Star Brand Shoes Are Better”—Better today than yes- 
terday—a better line to buy and a better one to sell. 


“Star Brand” shoes are manufactured and sold on the 
basis of economical operation and narrow margins. These 
two important factors make for increased volume, which 
assures us and our customers of a steady, continued, un- 
interrupted flow of business. 


“Star Brand” shoes, the great solid leather line upon 
which to pin your faith—put your dependence, and build 
for the future. 





x ROBERTS .JOHNSONS RAND 
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“Welcome” 


Say These | 
MILWAUKEE CHAIRS 
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F YOU would be one of the big group of shoe mer- 
chants who are enjoying the wonderful advantages 

on every point of shoe service, equip your store now 
with Milwaukee Chairs. 
For these famous chairs DO make a big difference — 
a difference in the greatly improved appearance of your 
3ture,in comfort to customers and in increased business. 
Above is shown the interior of the Stone Shoe Com- 
pany of Cleveland, Ohio, beautified and distinguished 
by the addition of Milwaukee Chairs. 
Just another instance—and still further proof, that 
shoe merchants everywhere are learning that Milwaukee 
Chairs mark a new epoch in store furnishings, and are 
discarding the chairs of other days in favor of the more 
modern, beautiful, practical and enduring—and they 
find that it pays. 
MILWAUKEE CHAIRS are made in a wide variety 
of styles and designs. We will be pleased to give sug- 
gestions for both the seating arrangement and the de- 
sign of chairs best suited to your store, with cost 
estimates. There is no obligation. 


THE MILWAUKEE CHAIR COMPANY 
666 Lake Shore Drive, Chicago, IIl. 


MILWAUKEE 
CHAIRS 





30 Million 
Men and Women | 
Are Showed The Way 
To Foot Health 


UR national advertising is telling 
millions of readers about LYNCO 
Muscle-Building Arch Cushions. 


Thousands of foot sufferers are learn- 
ing of the comfort and superiority of 
cellular rubber cushions over metal sup- 
ports. 

We illustrate in our advertisements the 
manner in which LYNCOS are made, 
showing the cellular rubber core that is 
jacketed in soft leather. We explain 
how these resilient cushions follow 
every movement of the foot, gently 
moulding and coaxing broken down 
muscles back to normal position and 
health. 

Daily these advertisements are sending 
foot sufferers to shoe dealers who carry 
LYNCO Muscle-Building Arch Cushions. 


JNnCO 


—— 


NON-METALLIC 
ARCH CUSHIONS 


Write us for our profitable 
proposition for dealers. 0) 
KLEISTONE RUBBER CO., Inc. 
243 Cutler Street 
Warren, R. I., U. S. A. 
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THE NEW LINE IS OUT 


NEW LASTS NEW PATTERNS 
ATTRACTIVELY PRICED 


Ready for your inspection—An entirely new 
line of shoes for fall. 


New perfect fitting lasts and new patterns all 
with attractive prices that will interest you. 


You may select a complete line of attractive 
shoes at a great saving from our salesman who 
is on his way to call on you. 


Concentrate on the “ALL LEATHER LINE” 


for success. 


Write or Wire for Salesman or Catalog 


FRIEDMAN-SHELBY 


Branch 
INTERNATIONAL SHOE CO. ST. LOUIS 
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From the New “Diamond 
Brand” Line— ; 


@ Our salesmen—two hundred and fifty-one of them—are on their P 
territories—tready with their new lines. 


. ; ; HAI 
@ Your “Diamond Brand” man—just back from the semi-annual res 


Compa! 


recover 


sales convention in St. Louis—is ready to call quickly with New Style-, awe 
New Selling Plans and exceptional values. 


is agail 


On a Style and Quality Basis 


@ The styles illustrated are typical of the New Things now shown and carried 


on our floors, ready for quick shipment. 


@ And there’s always that built-in quality — the service value of solid leather Frank B 


footwear produced in volume at the lowest possible cost, and constantly built up : come 


to a high standard of quality—never down to a price. on. ie 
he is q 
to book 


q A Line to Us Will Bring the New Line to You. sent, fr 


quarters 
Lele + e 7 e e - e e . * . St. Louis 


Chicago. 
Branch of I. S. Co. 
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WHo’s WHO ON THE ROAD 














Homer H. Beals and Other N.S. T. A. Officers and Members Taking Prominent 
Part in Boston Shoe and Leather Fair. Fraternity Slogan Strongly Sounded 


—_ SELLERS, traveling rep- 
resentative for the Menihan Shoe 
Company of Rochester, N. Y., has 
recovered from an attack of influenza 
suffered in a Detroit hotel recently and 
is again covering his territory.—UTPS. 


RANK H. LA- 

KOFKA started 
out from “The 
Windy City” this 
week to cover Chi- 
cago and Wiscon- 
sin territory for 
Abbott, Arm- 
strong, Abbott, 
Inc. of Auburn, 
Me. This corpo- 
ration recently 
succeeded the A. 
M. Creighton con- 
cern. Mr. Lakofka 
will show his trade 
a complete new line of the Abbott, 
Armstrong, Abbott, Inc., women’s welts 
and MecKays. Frank is enthusiastic 
over his new connection and says that 
he is quite sure that he will be able 
to book a good business from the very 
start from the retail shoe merchants 
in his section. He makes his head- 
quarters at 3836 Kimball Avenue, 
Chicago. 


Frank H. Lakofka 


HARLES M. 
COHAN, for 
five years identi- 
fied with I. Gross- 
man, Inc. of Chi- 
cago, now repre- 
sents the Holly- 
wood Screen Star 
Slipper Makers, 
“Bootiers to the 
Stars,” Hollywood, 
Cal. Charles and 
the Hollywood 
stars “work to- 
gether foot-wear- 
j wise,” he _ says, 
‘for the retail shoe merchant.” Mr. 
han covers Illinois, Wisconsin, 
northern Indiana, Michigan, and all of 
Chicago. He reports that he has 
opened 60 accounts on his new line in 
less than 60 days, and that the mer- 
chants all over the country are talk- 
Ing about the unique selling plan of his 
concern. Among the latest Hollywood 
Cooperating stars are: Colleen Moore, 
Norma Shearer, Norma Talmadge, 
Phillis Haver, Leatrice Joy, Gloria 
Swanson, Dorothy Gulliver, Anita 
age, Marion Nixon, Billie Dove, Clara 
ow, Mary Philbie, and many other 
high-salaried favorites of the screen, 
says Charles. “Our idea is a knockout,” 


Charles M. Cohan 


By HELEN M. HANEY 


continued Mr. Cohan in a recent inter- 
view, “and includes exceptional adver- 
tising matter, for both show windows, 
newspaper space, and window displays, 
fashion films in local theaters, direct 
mail appeal, and many other dealer 
helps. A circular is mailed every three 
weeks to all customers showing from 
four to six styles as the stars select 
them for their pictures. In many 
cases, the shoes are selected, but it is 
not always possible to say what the 
picture will be, as the releases are 
sometimes a long time in the making. 
We give the merchants practically 
everything free, but the shoes them- 
selves. Styles for the world are ex- 
pressed locally within four months of 
the release of any important feature 
picture.” 


TANLEY WASS of the Roberts 

Shoe Co. of Haverhill, Mass., and 
salesman for that house recently re- 
turned to Boston, after a trip through 
the Middle West, and reports that busi- 
ness is excellent. He says that in ad- 
dition to the two Roberts Shoe Co.’s 
plants, a new one has recently been 
put into operation in Georgetown for 
the making of shoes for misses and 
children. 


OHN ALLEN, who sells the line 

of the J. I. Melanson & Sons Cor- 
poration of North Adams, Mass., from 
Illinois, west to the Pacific Coast, at- 
tended the first convention of the 
Northwestern Shoe Retailers’ Associa- 
tion Convention at Seattle, held the 
latter part of this month. He also 
showed his line at the California Shoe 
Retailers’ Association Convention, held 
early last month at Los Angeles. Mr. 
Allen wrote the RECORDER under date 
of June 19 from Portland, Ore., that 
Mr. Melanson has returned from Eu- 
rope, and is now “on the job” as usual. 


“When Good Fellows Get To- 

gether.” At the recently held 

Martha Washington Salesmen’s 

convention, it was an “All-To- 
gether Meet” 


UNIUS SYCLE, vice-president of 

the Washington Shoe Co. of Lynn, 
and its southern sales manager, has 
returned from a trip to Texas, and is 
tarrying at the factory until after 
the Boston Shoe and Leather Fair, 
July 9-11. 


HARLES B. 

TAFT, New 
England represen- 
tative for : 
Minor & Son, Inc., 
Batavia, N. Y., 
will show the 1928 
fall line of samples 
of this house at 
the Copley Plaza 
Hotel, during the 
days of the Boston 
Shoe and Leather 
Fair, July 9-11. 
Mr. Taft will oc- 
cupy the same 
large corner suite of rooms in this 
hostelry as in which he displayed last 
July. He says that business placed 
from these samples during June, 1928, 
surpassed all previous records for any 
one month of the fifty-eight very suc- 
cessful years that the P. W. Minor & 
Son, Inc., has been in business. In- 
asmuch as the new fall samples that 
are being shown are attracting so much 
interest from his many customers, he 
anticipates that a large number of 
buyers, especially from New England 
territory, will keep him busy through 
the days of July 9-11. 


Chas. B. Taft 


W. GIBBON, 
‘for _ twelve 
years the head of 
the Barke-Gibbon 
Company of Phila- 
delphia, and since 
that concern liqui- 
dated three years 
ago,- a salesman 
for the Brophy 
Bros. Shoe Co. in 
eastern territory, 
has recently made 
arrangements to 
represent Howard 
W. Hill Co., mak- 
ers of “women’s smart shoes” of Bev- 
erly, Mass., as well as the Gale Shoe 
Co. of Manchester, N. H. Mr. Gib- 
bon sells the Howard W. Hill Com- 
pany’s line in Philadelphia, Eastern 
Pennsylvania, New York City, Balti- 
more, and Washington. Mr. Gibbon’s 
headquarters are at Room 306, 119 
South Fourth Street, the Forrest 
Building, Philadelphia. He has had 
many years of acquaintance with the 
best retail trade in the section which 
he is to cover, and is one of the most 


Ralph W. Cibbon 
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Charles Heckel, West- 
ern Sales Manager for 
The Alfred J. Sweet 
Division of the United 
States Shoe Company 





popular shoe travelers working the 
territory in the “Quaker City,” and 
out from that point. He is a son of the 
late Charles S. Gibbon, for many years 
a shoe manufacturer in Philadelphia, 
and has spent his entire business life 
in specializing on the selling end of 
the shoe business. 


EORGE COLLIS has recently been 

appointed eastern sales manager 
of the Witchell-Sheill Company. This 
concern has opened a New York office 
in the Clarendon Building, 215-219 
Fourth Avenue. A. E. Sheill, presi- 
dent of the Witchell-Sheill Company, 
reports: “Sales have shown a large 
increase in the eastern district and 
particularly in Metropolitan New 
York. The addition of the Walter 
Hagen Custom Built Golf Shoe to our 
line and the almost immediate accept- 
ance of it by the trade as America’s 
finest golf shoe is one of the contribut- 
ing causes of our 1928 sales increase. 
Healthy increases have also occurred 
in our lines of leather boots, baseball, 





TRAVELERS TOAST CURTIS 
AND a ROBINSON, 


KANSAS CiTy.—At the recently 
held Republican National Conven- 
tion, various traveling men’s as- 
sociations, including members of 
the N. S. T. A., tendered a testi- 
monial dinner to the Vice-Presi- 
dential nominee, Charles Curtis, 
as a tribute to him for his splen- 
did cooperation with the commer- 
cial travelers of the country in 
their efforts to bring about the re- 
peal of the surcharge on Pull- 
mans. 

_ Lest there should be some mis- 
interpretation as to this friendly 
gesture on the part of the travel- 
ers, and in order to relieve the af- 
fair of any partisan nature, a sim- 
ilar dinner was scheduled to be 
tendered to United States Senator 
James M. Robinson during the 








CHICAGO AND BOSTON FA- 

VOR N. B. & S. M. A’S VOTE 

FOR BUT TWO “SHOE SHOWS” 
YEARLY 


CHICAGO.—At a special meet- 
ing of the Shoe Travelers’ Asso- 
ciation, held recently at the Hotel 
La Salle, Chicago, the following 
resolution was adopted without a 
dissenting vote: 

The Shoe Travelers’ Associa- 
tion of Chicago goes on record as 
indorsing the resolution of The 
National Boot and Shoe Manu- 
facturers’ Association, which rec- 
ommends that: 

The display of shoes and style 
shows be eliminated at State, dis- 
trict, and regional meetings of 
retail shoe merchants. 

The Chicago Association is 
heartily in favor of the National 
Boot and Shoe Manufacturers’ 
Association’s recommendation 
that there be but two national ex- 
hibits of shoes yearly, one na- 
tional exhibit to be held in the 
East, and one in the West; these 
national exhibits to be held under 
the joint auspices and control of 
the allied branches of the indus- 
try. 

This meeting was called and 
the above resolution passed, in 
accordance with a request for ac- 
tion by the National Secretary, 
who received a copy of the reso- 
lutions recently adopted by the 
National Boot and Shoe Manu- 
facturers’ Association from the 
secretary of that body. N.S. T.A. 
Secretary Delany, in turn, sent 
these resolutions to the secretary 
of each N. S. T. A. local, request- 
ing an expression of opinion. 

Boston. — At the semi-annual 
meeting of the Boston Shoe Trav- 
elers’ Association held at the 
Statler on June 27, the resolu- 
tions of the National Boot and 
Shoe Manufacturers’ Association, 
that: the display of shoes and 
style shows be eliminated at 
State, district, and regional meet- 
ings, and that there be but two 
national exhibits of shoes yearly, 
one in the East, and one in the 
West, each year, were heartily 
indorsed, and the Boston Shoe 
Travelers’ Association has gone 
on record as favoring but two na- 
tional exhibits of shoes the year. 

The national secretary will 
compile the various actions of 
each of the N. S. T. A. locals, 
either for or against, when ail 
have voted on this important 
measure, and will submit this 
compilation to the N. S. T 
board of governors for their ac- 
tion. 


Marshall Nazro,_ re- 

cently appointed’ to 

represent Thompson 

Bros. Shoe Co. of 

Brockton, Mass., from 

Denver to the Pacific 
Coast 

















RS. THOMAS H. KNOX, beloved 

wife of Chicago’s popular shoe- 
man, died at her home in that city, 
June 20 after seven years of suffer- 
ing from a form of valvular heart 
trouble. She was born in Colebrook 
Dale, Shropshire, England, 77 years 
ago, and is survived by one son and her 
husband, the Chicago representative of 
Adams Brothers, Pittsfield, N. H. 
Funeral services were held Friday, 
June 22, at Haldeman’s funeral 
chapel, Chicago, with interment at 
Irving Park Boulevard Cemetery. 
Prominent members of the Chicago 
Shoe Travelers Association acted as 
pallbearers. As chairman of the Wel- 
fare committee of the Shoe Travelers’ 
Association of Chicago for many years, 
Mr. Knox has made many true friends 
in the trade who sincerely sympathize 
with him in his recent bereavement. 


CULTIVATE THE 
TRAVELING 
SALESMAN 


You can learn much 
from him. 

His is an honorable 
vocation. 

In cultivating him, 
you serve yourself. 
Frequently 

he can give you 
much valuable 
information as to 
conditions of trade, 
prices, etc., 

which you could 
secure in no other way. 


REMEMBER, 


you can hardly know 
whether he has 
anything 

you want 


days of the Democratic conven- track and tennis shoes while sales on until you have 

tion at Houston. Senator Robin- our full line of football shoes are top- given him 

son has always also been a 100 ping all records by a wide margin. an opportunity 

per cent worker for the repeal of Due to this increase, it has become im- at least to tell you 

Pullman surcharge, and _ has perative to open a New York office what he has. 

worked hard to bring about inter- to enable us to render quicker service Cultivate him; 

changeable mileage. He has been to our growing list of customers. it’s good business 

a loyal friend to the commercial Samples of our full line will be on to do so. : ; 
traveler, just as has Senator Cur- exhibit there and we will also carry —From The Wisconsin Shoe 
tis—hence “the toasts” to both. spot stocks for swift delivery when Travelers Asociation. 


demanded. 
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“Shoe 


Engineering” 


Every worth-while improvement and contribution to civilization or to your com- 
fort has come from the brain, backed by years of training and research, of some 


artist, inventor, scientist, mechanic or engineer. The Foot-Friend shoe embodying 


“style with comfort concealed” was made possible through the combined effort of 
all creating a new science... .Shoe Engineering. 


New developments are the result of old 
necessities— 


Those things which were “scientifically cor- 
rect” years ago—may not be now. Footwear 
is not unlike other products which have been 
improved by modern engineering. 


“Scientifically Correct” Footwear— 
The necessity for improved foot-health as 
well as general health being readily admitted, 
the makers of Foot-Friend shoes called on 
science .... Medical Science .... to deter- 
mine the specifications of a shoe which would 
conform to the anatomy of the foot in all its 
functions— 


1. Support of the body weight. 
2. Distribution of this weight from the heel 








to the outer side of the foot (where it be- 
longs) and then to the ball where the load is 
equalized over the heads of the five metatar- 
sal bones (this is the action of the foot in 
walking and in engineering would be called 
“the moving load”). 


3. The exercise of the muscles and free cir- 
culation of blood. 


4. Elimination of pressure and tension. The 
result as worked out by Dr. John M. Hiss, 
B. Sc., D. O., M. D., produced the patented 
Cuboid Balancer used in Foot-Friend shoes. 
As the illustration shows, Foot-Friends retain 
the good features of both the rigid and flex- 
ible types. 








R 
ACTS LIKE A 
RESTFUL BANDAGE 





EXERCISE 
OF MUSCLES AND 
SPRING ARCH 





socner 
EEL SEAT 


STYLISH WEIGHT 









EQUALIZED 
UNDER BALL 











CoPpyRicn 


The Improved Foot-Friend Arch Construction made by The Lape & Adler Co. 
under Specifications and Patents of Dr. John M. Hiss, B.Sc., D.O., M.D. 
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THE LAPE & ADLE#o 
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“Sales 


Engineering” 


After the artist, scientist, inventor and mechanic have produced the FOOT- 
FRIEND shoe it must be sold by you, the Retailer, at a profit to be a success. 


A Profitable Line 


Shows a first profit. 
Makes repeat sales. 

Has no mark-downs. 
Develops a good turnover. 
Has a large market. 


6. 


Appeals to a woman’s desire for beauty. 
Appeals to a woman’s need for service. 
Has retail advertising and selling points. 
Serves two purposes. 


The foot friend Line 


The first profit is 40% or better, and be- 
ing a “long” line permits of shifting retail 
prices in times of changing conditions— 
without disturbing your price range. 
Repeats on its general and fitting qualities 
and scientific comforts that cannot be 
purchased at chain stores. 
FOOT-FRIENDS do not have to go on 
“sale” as broken lines can be sized up 
from stock. 

A good turnover can be maintained—30 
or more numbers in stock. 

Selling in the price range where the large 
steady middle class buy. 

You can select styles from the line which 
will satisfy the modern woman’s demand 
for beauty. 


7. 


Service includes comfort and a trial of 
FOOT-FRIENDS will convince you and 
your customer. 


The special feature of FOOT-FRIENDS 
as described on the opposite page attract 
attention either in personal selling or ad- 
vertising. The use of the FOOT- 
FRIEND slogans “They Exercise While 
They Support”—“Light on your Feet”— 
“The Improved Rigid”—the “Improved 
Flexible Shoe”—the name —“FOOT- 
FRIEND” enables you to sell women who 
have been “arched” to death. 


The FOOT-FRIEND shoe, on account 
of its light weight and feeling, and no 
“arch” in its name, can be sold as both a 
regular line and a feature line—cutting 
down your stock on hand. 


IN-STOCK PROFIT CHART 





Nurye. 
| In Stock | 


| Per Cent 7 
Cost | @$8.50 | @$10.00 | 
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“INA” Special Process 
Combination Leather Bow 


Cuban and Spike Heel “ ” 
B-295—Patent Leather. Spike CLARE Special Process 
SED * Séesesccessoveancesccens $4.75 
“ECHO” Goodyear Welt 
B-968—Gen. Brown Baby Alli- 
GED © aveviccvcvesccseccscvend $7.25 





“ROSALIE” 
B-129—Patent Leather.......... $4 65 















“BALZAR” Special Process 

B-9086—Genuine Brown Baby 
“DELRIO” Special Process Alligator with Brown Kid to 
8-143—Genuine Natural Python er rr ee 85 


with Brown Kid to match... .$6.50 


PRE DE SESE BE EES SESE SE SESE g 


“NORMANDY” 
B-153—Patent Colt 








PSE SESE DE SESE SESE SE 








“ACE” Special Provess PALM” = Special Process «simBa” Special Process 
B-10i—Patent Leather ......... $4.65 -903— B-910—Genuine Natural Python 
B-100—White Calf 0277" 485 B-903—Patent Leather.......... $4.65 with Perlustre Kid to match. .$6.50 
“REGENT” Special Process 
50—Black Satin, Med. ‘Nai 
"Teo li ae snnes PRR IE $4.35 “POLLY” Special Process e 
B-3672—Patent Leather, Med. B-901— Genuine Gray Water- “OKAY Special Process 
Round Toe ......ccccvccccees 4.35 snake with Patent Leather. ..$5.85 B-192—Patent Leather.......... $4.85 
i, Pittsburgh Office: SIZES AND WIDTHS 
Henry Hotel Perret veer SY to8 i eedewei0015% tee 342 to8 
vevs08d foect 8 
W. A. BARNEY apr pevente feat me Bt D vecslbde senna 3 to8 
Twenty-five cents additional for orders of less than three pairs. 
Beret Olico: Terms Net 30 Days 
Detroit-Leland Hotel 








Cc. G. SELLERS 


New York Office: 
846 Marbridge Bidg. 
B. W. MOYLAN 


THE MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN 


Rochester, N. Y., U. S. A. 


Makers of Menihan Arch-Aid Shoe. 
Write for Agency Proposition. 


Les Angeles Office: 
107 East 8th Street 
Cc. E. VanDEGRIFT 


PESESE SESE 





“JOSELLA” Special 
B-103 — Patent 


B-100—Medium Brown Kid with 





“ANITA” Spec 
B-902—Genuine Gray \geeemeanan 
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Process 
Leather with 
Parchment Piped Buckle Straps $4.85 - S 
Parchment Piping on Straps.. 5.15 i I 


|e 

€ 

} F affe 
: of 1 
leat 
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men 
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Special Process /": for 
$5.15 ; 












“MADCAP” 
B-105—Jade Kid .............. A ton 
Ik and 
5 kid 
whit 
he Whi 
} carr’ 
activ 
stray 
5 the 1 
silve! 
te gore 
} one \ 
depar 
4 Th 
“REGENT” Special Process [ } durin 
Inch Heel 
B-972—Patent ............0.00: $4.50 
8-973—Black Satin ............ 4.50 
B-974—Light Black Calf... ...: 4.50 i 





jal Process 


with Patent Leather ......... 10 


Northampton, Mass. 
ELLIOTT LA MONTAGNE 


Cleveland Office: 
199 Union Trust Bldg. 
A. F. JENKS 


San Francisco Office: f, 
Plaza Hotel 
H. S. KUSHINS O 


Chicago Office: j 


Majestic Hotel f 
F. J. SATEK Mf 
i 





New England Office: ; 
Draper Hotel } 
i priced 


Min 











Win 
for fi fi 











2 > 


OCeSS 


54.50 
4.50 
4.50 


> 





"OCESS 


$6. 10 
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Rainy Weather Fails to Cut 
Boston Retail Shoe Trade 


Sport Shoes Selling Well; 
Some Cut Price Sales 
Reported 


Boston, Mass.—The retail trade 
during the past week has been brisk. 
The showery, warm, weather, did not 
affect business adversely and sandals 
of woven straw, toya cloth, and woven 
leather sandals, as well as a wide range 
of dress and full sports’ shoes, for both 
men and women, sold freely. 

Among the high-class sports numbers 
for women was a white canvas with 
tan and black leather trim; bright blue 
and white kid combinations; and white 
kid with burgundy leather trim; also 
white with all-over blue lizard calf. 
White buckskin with brown calfskin, 
carrying a 14/8 Cuban heel, was an 
active number; some hand painted one- 
strap natural straw shoes, were among 
the novelties in demand. A bronze, or 
silver-beaded buckle trimmed step-in 
gore pump, with medium high heel, is 
one of the biggest sellers in a local 
department store which features it. 

There were some reduced-priced sales 
during the past week. For instance, in 
a special offering, genuine python- 
trimmed patent leather pumps sold at 
$7.50; these shoes would ordinarily 
have sold at from $10 to $15. A mod- 
ernistic patent leather one-strap, with 
geometric applique of lizard, piped with 
silver kid, and 18/8 heel, was one of 
the numbers which readily sold at $12. 

The sandal type of shoe for children 
continues as one of the popular sellers; 
the white and brown canvas rubber 
soled shoes of good quality is also much 
in demand. 

In men’s styles, sports in tones of elk 
calf with brown calf trim, with and 
without leather soles, and also with 
spiked soles, lead in the demand; plain 
toed patent leather dress shoes are sell- 
ing well; a medium shade of tan calf 
oxford, built on conservative lines, is 
also a good seller. Among the ultra- 
smart men’s dress sport numbers mov- 
ing well is a white calf with light tan 
trim. A calfskin oxford in both black 
and tan, rubber heels, with and without 
the soft toe cap is one of the ponular- 
priced models which is selling rapidly. 





Mining District 
Trade Improving 
WILKES-BARRE, Pa.—Hy D. Cohen, 





Lizards for Men 





Here is a sample of a genuine Calcutta 
lizard shoe for men, which is being of- 
fered as a high grade novelty for the 
Fall season. The use of unusual mate- 
rials in men’s shoes is developing 
strongly. Snake skin and toyo cloth 
have been used by several makers of 
men’s sport shoes this year. The lizard 
shoe shown here, however, is designed 
for street wear 





ness in Boston, is now in charge of the 
shoe department of J. R. Homer Co., 
this city. Mr. Cohen reports that busi- 
ness conditions here are improving, and 
that he looks for a large increase in 
trade, as soon as the miners begin to 
work regularly. He says that women’s 
black patent leather shoes are leading 
in his sales, with colors a close second. 


R. H. Fyfe Employees 
Hold Annual Picnic 


DetroIT, MicH.—More than two hun- 
dred employees of R. H. Fyfe & Co., 
Detroit’s largest shore retailing con- 
cern, held a most enjoyable picnic at 
Belle Isle, Detroit’s beautiful island 
park, on Wednesday, June 27. The 
party left the ten-story shoe store on 
Woodward Avenue at Adams Avenue 
at 6 p. m. and a buffet luncheon was 
served shortly after reaching the park 
by a committee of employees headed by 
Miss Gladys Wallace, manager of the 
credit department. Athletic events and 
contests were offered as diversion dur- 
ing the evening, followed by dancing to 
a five-piece orchestra after nightfall. 
Clyde K. Taylor, buyer for the second- 
floor women’s department and secre- 
tary of the Detroit Retail Shoe Dealers’ 
Association, acted as master of cere- 





for fifteen years in the retail shoe busi- 





monies, announcing the events. 





Canadian Shoe 


Firms in Merger 


DerrRoIT, MicH. (UTPS.)1 4 Official 
announcement was made in Wind- 
sor, across the Detroit River from 
Detroit, on June 25, of a merger of 
shoe companies that will affect terri- 
tory from Windsor to Quebec. It takes 
in the John Ritchie Shoe Manufactur- 
ing Company of Quebec, the Surpass 
Shoe Company of Montreal, operating 
four shops, and the Agnew Boot Shops, 
operating 21 stores in southern On- 
tario, including Windsor. 

The new company will be known as 
the Agnew Surpass Shoe Stores, Ltd., 
with headquarters in Brantford, On- 
tario. Twenty-six stores are included 
in the amalgamation, making the new 
chain the largest in Canada, manufac- 
turing its own shoes in its own fac- 
tories. Definite arrangements have 
been concluded for opening three new 
branches in the near future. 





Second Bostonian Shop 


to Open in Detroit 


Detroit, Micu. (UTPS)—The Bos- 
tonian Shoe Stores, Incorporated, plan 
to open a second Bostonian shop in the 
downtown section of the city on August 
1. The new store will contain about 
1600 square feet, with eighty feet of 
display windows on two streets. It 
will be located on the ground floor of 
the forty-story Barlum Tower, Cadillac 
Square and Bates Street, and will serve 
the eastern portion of the downtown 
section as the present store at 124 
Michigan Avenue serves the western 
section. 

The company has operated in De- 
troit for’ twenty years and was incor- 
porated in 1923. It is capitalized at 
$25,000 and A. L. Matlass is president 
and Louis R. James, secretary-treas- 
urer. Mr. James, who is active man- 
ager of the 124 Michigan Avenue store, 
will likewise have charge of the new 
shop, at which a full line of Bostonian 
shoes will be stocked. 





Now Insurance Director 


BROOKLYN, N. Y.—George W. Baker, 
president of the George W. Baker Shoe 
Company, has been elected a director 
of the Brooklyn National Life Insur- 
ance Company, the only life insurance 
company in the country with head- 
quarters in Brooklyn. 





New Assistant Buyer 


NEw York, N. Y.—F. J. McPartland 
has been appointed assistant buyer of 
women’s shoes at Lord & Taylor. 
Formerly there was no assistant buyer 





in the department. 
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IN YOUR SHOE POLISH 
BUSINESS THIS SUMME 


Make the most of summer. It offers great possibilities for the 
sale of shoe polish. Rich rewards may be yours by giving close 
attention, now, to this part of your stock. In the Whittemore 
line is the means for big business. It has so perfectly fulfilled 
every want of the public for nearly a century, the mere mentiori 
of the name is enough to make people feel the need of this 
polish for street, dress and sport shoes. 


SIXTY DAY SELLING PLAN 


For the next sixty days put in practice this plan. Suggest the purchase 
of the Whittemore polish best adapted to the footwear sold. Make the 
suggestion at each sale of shoes. The plan is so simple, so feasible, so 
promising of profit, it is like losing money to let it pass untried. 


ILLUSTRATED POLISHES, SELLERS 


All polish shown here is salable now. Check up on your 
stock. Close the gaps. Jobbers are supplied and can serve 
you. To have a good stock is good business. Putting punch 
in your shoe polish business is easy by this course. 


We are always willing to supply advertising helps. 


WHITTEMORE BROS. BOSTON, MASS. 


Whit femores \4\ 
1] 
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Rhode Islanders 


Plan “Some” Outing 


PAWTUCKET, R. I.—Chairman Ben 
Ablish of the Rhode Island Shoe Re- 
tailers Association, in his clarion call 
for the annual gathering of the clan 
(and clams), says: “You know and we 
know and your nose knows what a real 
Rhode Island Shoe Dinner is. But, 
lest you forget, let us remind you that 
Wednesday, July 18, is the Shoe Dinner 
Day for the R. I. S. R. A. at Chopmist 
Hill Inn, where clams and chowder and 
lobster, and all the rest will satisfy 
your earthly selves after much gambol- 
ing on the green, and what not in the 
pavilion have satisfied your virile en- 
ergy and love of glory. The committee 
is scouring Rhode Island in particular, 
and the whole world at large (in a 
general way) for the unusual talent 
which makes this event the largest na- 
tional affair every 1928 years. Since 
we won’t be able to attend the 3854 
outing, let us all reserve the 18th of 
July, lots of sunshine, a large appetite, 
and plenty of old clothes for this event. 
Yours for bigger and better outings, 
Ben. Ablish, chairman. P. S. All shoe 
dealers in the State, whether members 
or not, are invited to this outing.” 


New Forsythe Store 


WASHINGTON, D. C. (UTPS)—The 
fifteenth Forsythe shoe store was 
opened in Washington recently with 
H. F. Smith as manager. Mr. Smith 
was formerly connected with the Ster- 
ling Shoe Company in this city. This 
latest addition to the Forsythe chain is 
the largest, employing a sales force of 
seventeen men. 

An effort has been made to make this 
the most beautiful of the chain and it 
ranks with the best in Washington. 

This shop deals exclusively in wom- 
en’s shoes and hosiery with the one 
price Forsythe policy, all shoes retail- 





ing at $5 per pair. 


R. W. Small a Benedict 


BRAINTREE, MAss.—Roland W. Small, 
son of Fred W. Small, president of the 
Wise & Cooper Shoe Co. of Auburn, 
Me., and assistant in the production de- 
partment of the Ault-Williamson Shoe 
Co. of Auburn, was married on Thurs- 
day evening, June 28, at the Emanuel- 
Episcopal Church, this town, to Edith 
R. Sprague of Braintree, daughter of 
William H. Sprague of this town. The 
bride was one of the popular members 
of the younger set of Braintree and 
was employed in the royalty department 
of the United Shoe Machinery Com- 
pany, Boston. The groom has been 
connected with the Ault-Williamson 
Shoe Company for some time; before 
that, he was connected with the Inter- 
state Shoe Co. as assistant to Lee 
Briggs, in the department of produc- 
tion and sales for Interstate’s four 
factories. 


Observe 59th Birthday 


San Jose, CaAL.—June 23 was ob- 
served as Founder’s Day by the Herold 
Shoe Company, commemorating the 
59th anniversary of the establishment 
of the firm by Phil Herold, San Jose 
pioneer. An interesting historical dis- 
play was arranged in the show win- 
dows, including a variety of old boots 
and shoes made in the earliest Herold 
shop founded in 1869. 

Phil Herold began his apprentice- 
ship as a shoemaker in 1846, and mi- 
grated to California during the gold 
rush. His first shop was located at 
First and Fountain streets, where 
Herold specialized in the making of 
men’s boots. He changed his location 
several times, finally becoming estab- 
iished where the present Herold store 
is now located, at 74 South First 
Street. 

Herold’s shoe store is at present 
owned and operated by Phil Herold’s 
sons, Chester and Harvey B. Herold. 





Morris Bros. Shoe Co. 


Quincy, ILL.—A. R. Larson, well 
known as sales manager of the Morris 
Bros. Shoe Co., has resigned his posi- 
tion, effective July 1, and will take a 
long vacation until next Fall when he 
will announce his plans for the future. 

Mr. Larson has been engaged in the 
men’s shoe business continuously for 
the last nineteen years. He came with 
the local company to organize a sales 
force selling direct to the retail trade 
and his success is proved by the fact 
that the sales volume hit $1,000,000 the 
first year. Mr. Larson also has dis- 
posed of the interest in the firm which 
he acquired when he accepted the sales 
managership. 


Melville Sales Were 
$17,799,000 in 1927 


New York, N. Y.—In connection 
with an offering of $2,250,000 of 6 per 
cent preferred stock, carrying with it 
purchase warrants for common stock, 
the Melville Shoe Corporation, operat- 
ing the John Ward, Rival and Thom 
McAn chains of shoe stores, issued a 
financial statement showing total sales 
in 1927 of $17,799,943 and net profits 
after Federal taxes of $1,231,151. The 
company operates 11 Ward stores, 25 
Rival stores and 333 Thom McAn 
stores. Fifty additional units are 
planned for 1928, according to the 
statement. 


“Footsaver” for N. Y. 


NEw YorK, N. Y.—About Aug. 1, 
the first New York “Footsaver” store, 
handling the well-known Julian & 
Kokenge line, will be opened at 26 
West Thirty-ninth Street. The store 
will be owned and operated by Emanuel 


| Harris, who now operates a store at 
| 39 West Thirty-ninth Street. 





The Trend of Hide 


Prices 





W eek 
Ending 





Packers 
Heavy 
Native Steers | 


Packers 
Branded 


Cows 


Packers 
|Hea vy Texas 
Steers 


| Packer and 
Country 
Calf Skins 





26 

25% 
25 

251 
24% 
24 

22% 
22% 
22% 
221% 
22% 


One year ago...... 20 





24% 


241% 
233 


25% 
25 
241% 


-30% 
-34 
-33 
-32 
-31 
2514-30 
-30 
-30 
-31 
-30 
-30 
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This machine dials all sizes and 
widths from 1 AAAA up to 13 
EE. Shown here with lever for- 
ward ready for taking measure. 


See it at the Boston 
Shoe and Leather Fair 


SHU-FIT TER 


Eliminates Guessing and 


Less than four seconds are required 
to determine the size and width of 
either a man’s or woman’s foot— 
and determine them with mechani- 
cal precision. 

The AUTOMATIC SHU-FITTER is 
no experiment. It was proved out 
before the first machine was sold— 
and has made good in actual service 
in many of the best known shoe 


stores in America. Copies of their 
endorsement letters will be sent on 
request. 


Light, portable and practically in- 
destructible. Body of polished 
aluminum and working parts of case 
hardened steel on roller bearings. 
Guaranteed for one year against de- 
fects in material or workmanship. 


$27.50 f.o.b. Chicago 
AUTOMATIC SHU-FIT COMPANY 


501 North La Salle St. 


CHICAGO 


Just move the lever back toward 
heel and read the dial. One 
move-—one glance—and you 





have the correct size and width, 
registered with mechanical pre- 
cision. 


“Grief” 





SALESMEN 
WANTED 


A splendid op- 
portunity is of- 
fered live men 
with good ac- 
quaintance in the 
shoe trade. 
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He Sells Shoes 
To Big Women 


Boston, Mass.— 
Charles H. Hin- 
man, who buys all 
of the shoes for 
Lane Bryant, with 
headquarters at 
Thirty-ninth 
Street and Fifth 
Avenue, New York, 
is a frequent vis- 
itor in this mar- 
ket. The footwear 
which Mr. Hinman 
selects is built for 
women whose aver- 
age weight is 200 
pounds and who want their feet to look 
as stylishly shod as those of their sis- 
ters with less avoirdupois. Mr. Hinman 
opened the mail order shoe department 
for Lane Bryant in the spring of 1925, 
which has grown steadily, from very 
small proportions, ever since, until to- 
day Lane Bryant in its seven stores 
are doing a business of nearly a mil- 
lion dollars worth of shoes yearly. 
Bight or more pages of cuts of shoes and 
descriptions are featured in each sea- 
sonal catalogue of Lane Bryant, sizes 
being stocked from 4 to 11, and in 
widths from A to EEE, the price range 
at retail being from $3 to $12.50. Good- 
year welts are principally featured, 
with a few turns. These shoes are of 
solid leather construction, long coun- 
ters, Crawford shank, and stout arch 
supports; they are built on graceful 
lines in a wide range of styles, on an 
over-size last, in a wide range of 
styles. For instance, a size 10-EEE is 
made of blue kid with gray and brown 
suede trim. A line of house slippers 
and stitchdowns, and rubbers, are also 
carried. Mr. Hinman reports that it is 
the policy of his house to keep up the 
quality of its product, and to refrain 
from cutting prices; he says that there 
is much repeat business. Mr. Hinman 
was for 4% years with the National 
Cloak and Suit Co., and well known in 
this market; he represented the Munroe 
Shoe Co. here between 1922 and 1923. 


Chas. H. Hinman 


Carry Only Four Lines 


LEXINGTON, Ky. (UTPS) — The 
Kaufman Clothing Co. have readjusted 
their shoe department and now carry 
only four lines of shoes, the Acrobat 
shoes for children, the Excelsior and 
Holland shoes for boys and the J. P. 
Smith shoes for men. These have had 
a very successful run in the past few 
months, according to T. J. Cropper, one 
of the buyers. 

Black oxfords for both men and 
boys in the more medium toe are sell- 
ing better than any other numbers. 
This is extremely so for men. 


Widoe Closing Out 


Detroit, Mich. (UTPS)—The T. B. 
Widoe Clothing Co. at Whitehall is 
closing out its stock of clothing and 
shoes after having been in business 


fifty years. Mrs. Widoe and her son 
Russel] plan to remove to Los Angeles 
a8 soon as the business is wound up 
and the store rented. 








New Low-Priced Store 


MINNEAPOLIS, MINN. (UTPS)—The 
Shoe Market had its “grand opening” 
June 23 at 24 South Sixth Street, with 
a complete line for the whole family. 
Special attention is given to mail or- 
ders. Seven thousand pairs of shoes 
were on display arranged so as to make 
patrons serve themselves easily and 
try them on. Women’s pumps and 
straps, all heel heights, were shown at 
$2.98, and novelty numbers in pumps— 
straps and ties—in all leathers and 
India prints were tagged at $3.98. 
Boys’ and men’s jiggers were listed at 
$1.59 to $1.79, men’s oxfords at $2.98, 
misses’ and children’s straps—ties, ox- 
fords at $1.69 and $1.98, and boys’ 
shoes and oxfords for rough wear at 
$1.98 and $2.69. 


Ten Rules to 
Guide Retail 
Shoe Merchants 


PHILADELPHIA, PA.—Cal J. Mensch, 
managing director and Association rep- 


| resentative Ralph H. Platt of Philadel- 
| phia, recently returned from a very 
successful trip; explaining to retailers 


the advantages of membership in our 
Association and its recommendations. 

1. Departmentize your stock. 

2. Keep simple but accurate stock 
records, 

3. Have a_ perpetual 
pairs and dollars. 

4. Analyze monthly the stock in each 
department by pairs and let this analy- 
sis govern your buying. 


inventory in 





5. Use Geuting Rule of Six for mark- | 


up. 
6. Keep simple but accurate expense 
records. 

7. Figure daily reports. 

8. Dress windows at least every week. 
Twice a week is better. 

9. Subscribe for a franchise in the 
$4,000,000 Advertising Campaign. 

10. Save one-third on your insurance 
cost: If your premium is $100 yearly, 
it is certainly worth while to take in- 
surance from our mutual company— 
one of the biggest and certainly one of 
the safest in the United States. Even 
if your present premium amounts only 
to $30 per year, you can save $10 of 
that amount by subscribing for insur- 
ance through us. 

Also explaining the need of a much 


| more constructive Convention for 1929 
|—Merchandising Records, Styles and 
| Advertising. These subjects must pre- 
| vail on the program also urging retail- 
| ers to devote the major portion of their 
| time to inspect every line of merchan- 
| dise exhibited and place orders, pro- 


vided, however, that they are in need 
of merchandise, and reserve only the 
evening for entertainment. 

Three enthusiastic and well attended 
meetings were addressed by Messrs. 
Mensch and Platt. 

June 5, the Tidewater Shoe Retailers 
Association, J. E. Babb, of Suffolk, 
president, had a meeting in the Walk- 
Over Shoe Store, at Norfolk, Va. 

June 7, the Richmond Shoe Retailers, 
Warner Peirce in the chair, enjoyed a 
splendid dinner in a well selected res- 
taurant on Broad Street. 

June 11, the Roanoke Shoe Retailers 
had arranged a delightful dinner meet- 
ing at the Elk’s Club. 





Father and Son Trim 
Boosts Trade 25 Per Cent 


One of boyhood's greatest 
ambitions . . . to be just like 
Dad, and to dress like Dad! 
Thayer Me Neil heartily 
approve of this sentiment, 
and for growing boys we 
have made a special line of 
shoes built on exactly the 
same lines as Dad's. For ex- 
ample, this golf shoe.V60 43 
with a special spiked sole 
in tan calf at $8.00, 


The MEN'S Shop 
f 


15 West St. 
‘THAYER 
McN BIL |~ 
Reproduction of “Father and Son” ad- 
vertisement which hooked up with the 
window display 

Boston, Mass.—Capitalizing on the 
boy’s proverbial ambition to be “just 
like Dad,” several retail shoe merchants 
here recently trimmed their windows 
with identically designed shoes for men 
and boys, featuring strongly the sports’ 
motif, and thereby stimulated most sat- 
isfactorily their footwear business. 

Thayer McNeil Co. carried out in- 
terestingly “The Father and Son” idea 
by devoting an entire window to a com- 
plete wardrobe of shoes and hosiery 
for the man and the boy—a shoe for 
the senior placed near that for the 
junior, and a pair of stockings for the 
boy, crossing that of the man. One of 
the most novel boy’s shoes shown had 
spiked soles—“the first time,” says 
Buyer Frank J. Casey, “‘that the foun- 
dation of a boy’s shoe has ever been 
treated in this manner.” A good in- 
crease resulted. 

The R. H. White Co.’s shoe depart- 
ment went a step further, with a 
“Father and Son” golf window. Not 
only were identical sport shoes and 
hosiery as to patterns featured for the 
senior and junior, but golf kits for 
both, as well as similarly styled hats, 
and other toggery. Buyer C. H. Beall 
reports that a 25 per cent increase in 
the men’s and boys’ shoe trade was 
effected. 


Two Sears Stores Open 


DetroiT, Micuw. (UTPS) — Sears, 
Roebuck & Co., Chicago mail order 
house, opened two large retail depart- 
ment stores in Detroit on June 16, both 
of which have large cut-price shoe de- 
partments. One store serves the East 
Side and located on Gratiot Avenue at 
Van Dyke Avenue. The other, located 
on the West Side, is on Grand River 
Avenue at Oakman Boulevard. 
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YOU WALK PAST 


SHOE PROFITS 


DAY AFTER DAY! 


Every time you enter or leave your 
store, you pass a few square feet of 
space which are a dead-weight on 
your overhead. Just outside your 
door a Detroit Outside Show Case 
will prove a great help in building 
your shoe business and reducing 
operation costs. It will enable you 
to display attractively your choicest 
models—and, as you know, goods 
well displayed are half sold. Write 
for descriptions of our various de- 
signs and prices. 


SPAOE MARK 


DISPLAY CASES 


Detroit Show Case Co. 


1670 W. Fort St., Detroit, Mich. 


July 7, 1928 


Illinois College class listening to lecture 


STUDY CHIROPODY 


Graduate Chiropodists Earn 
From $5,000 to $15,000 a Year 


No profession has attracted shoe men and women more than 
has Chiropody. Today many of the world’s leading Chiropodists 
are former shoe people who have followed up their valuable ex- 
perience at the fitting stool with a course in Chiropody. Today 
they are earning from $5,000 to $15,000 a year. 

The world needs Chiropodists. The opportunities are unlimited. 
In the United States there are about 162,000 physicians, about 
82,000 dentists, but only 5,000 Chiropodists! A virgin field! 

Course only 2 years at best known College of Chiropody 
in America equips you for practice. 15th year. You are ready to 
enter with four years high school or equivalent. Largest foot 
clinic in world—over 16,000 foot cases handled annually, large 
faculty physicians, surgeons, chiropodists—study in Chicago— 
you can earn while you learn. Write for catalog. No obligation. 


-====MAIL THIS COUPON TODAY----- 
ILLINOIS COLLEGE OF CHIROPODY, 1327 N. Clark St., Chicago 


Gentlemen: Please send me, postage prepaid, latest catalog and complete 
information relative to Chiropody and your school. 


Name 
Street and Number 


City. 8 | 























GREELEY 
QUALITY 


is what has made Greeley 

Boudoirs famous for cus- 

tomer satisfaction. Stock 

IN my Boudoirs, in colored or 
black, leather or rubber 

STOCK heels. You'll never re- 
gret it. Ask your jobber 


36 Pair Cases 
——or write to us. 


A. W. GREELEY 


12 Duncan Street Haverhill, Mass. is 














APPROVED BY MEDICAL MEN |/ 


As a sturdy sup- | § 

port for the ankles | 

of growing children 

and as a fully ven- 

tilated shoe, the 

Burkley Ventilated 

senna Foot Developer is 
ee spo. unexcelled. Well 
known surgeons 

recommend its use. 


Make your stock 
of children’s slices 
complete by send- 
ing your order today. 
Phone Brockton 2133 for im- 
mediate action. 


BURKLEY SHOE CO. 
1156 No. Main Street Brockton, Mess. 
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America’s leading Shoe Stylists 
turn to ELDORADO! 


| pw artistry of a silver or gold kid shoe de- 
pends a great deal upon the quality of the 


leather. Such a shoe is usually simple in line 


a 
ee 


—and conservative in pattern. 
America’s leading shoe stylistsknow theadded 


Hvalue of a slipper in ELDORADO. They’ve dis- 


covered that the most beautiful style becomes 
even more beautiful when ELDORADO Silver 


or Gold Kid is used. 
|Your eye is instantly caught by the flashing 


shoe has quality. Yet 


brilliance of a pattern in ELDORADO Silver or 
Gold Kid. Yourcustom- 
ers don’t need a price 

ag to prove that the 


the use of genuine 


WORLD'S 


ELDORADO 
Gold. silver hid 


iF. HECHT & COMPANY, INC., 10 SPRUCE STREET...NEW YORK... PARIS 


LARGEST DISTRIBUTORS OF NOVELTY LEATHERS AND GENUINE ALPINA 


ELDORADO adds very little to the cost of a 
good shoe. The House of Hecht, featuring 
the world’s finest novelty leathers, present 
ELDORADO as the leading leather for evening 
footwear. Tanned in Europe and sold exclu- 
sively by Hecht. Shall we send swatches? 


Advertise your Silver and Gold Kid 
Not to Tarnish 


And back it up with the use of Hecht’s White Lambskin Lin- 
ing. A specially tanned lambskin that keeps the lustre and 
brilliance of ELDORADO Gold or Silver Kid through a whole 
season’s wear. Feature the fact that your Silver and Gold Kid 
footwear will not tarnish—can- 
not turn dull or lifeless. An 
excellent advertising argument 
to secure more business. Ask 
your manufacturer to use both 
ELDORADO and the Special 
Lambskin Lining. 


REPTILE SKINS 
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THE 
BRAEBURN 


A REAL GOLF OXFORD 


IN STOCK 


No. 82 RUBBER SOLE, A, B, C, D, E 
No. 88 LEATHER SOLE with SPIKES, 
A, B, C, D 


Ask for Catalog Showing Other Stock Shoes 


HEywoop Boot & SHOE Co. 


MANUFACTURERS OF MENS FinE SHOES ew YORK - 475 fern ave. 
WorceESsTER,Mass.VS.A. AT FORTY-FIRST ST. 
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Black and Colored Patent Leather 


AND 








Colored Side Leather 


In All the Approved Colors } 


BEGGS & COBB, Inc. 


Sales Department and Main Office 
76 South St., Boston 


ARTHUR S. PATTON LEATHER CO. J. BRAND & SONS WM. B. HEALD 
1602 Locust Street, 15 Spruce St., 305 W. Lake Street 
St. Louis, Mo. New York City Chicago, Ill. 
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Sy hen 


PLAY IN 
HIS SHOES 


DU-351 


One "Sap Flesible Wherever Uncle Sam laughs at “‘the funnies,” there Skeezix, wetzn oftee ik, un 
Channeled an a Pin: the little comic strip kid, has warm friends! Oxford. Leather wedge 
Ew Wee cots, See 
Spring ‘k Heel a Wherever children are playing in this big land of ours, there 9 trom viscotized damp- 
in Jr. and Se. Mines  Skeezix Shoes are being “Outgrown Before Outworn.” There — {the juvenile Depart. 
the fame of these stout, light, flexible little shoes is being turned s8 
into dollars by merchants. 2.0 
8% 
cp 
They know the power of a good name and a good juvenile bay 


shoe. Write for the Skeezix Sales Plan and In Stock Catalog. a4, 


ers... suena Aree eee 


126 ga 














E W. A.WITHERS SHOE COMPANY, texnsyivanta. 


| 
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WE - STAND: ON- UNITED :STATES - LEATHERD 


Wr ITH the general advance in knowl- 
edge of materials, buyers of footwear for 
retail stores are more and more insistent 
that the sole leather they purchase be of 
standard quality. 


They order “Company Leather” knowing 
it has long been selected for the finest 


lines of shoes in America. 


F. Archibald, Inc. 

C. W. Arnold & Co. Corp. 
Bacheller & Broad, Inc. 
Condon Cut Sole Co. 
Conry Leather Co. 

C. G. Ellis, Inc. 

T. F. Fitzgerald Co. 
Glynn & Burchell 

C. E. Greenman Co. 

A. K. Goldman Co. 

H. Goldman & Sons, Inc. 
Wm. Graham & Co. 
Hilliard & Merrill Company 
C. H. Horne & Co., Inc. 
Howe & Fenlon 

H. F. Hussey 

Wm. Johnson & Co. 
Kistler, Lesh & Co., Inc. 
J. L. Libbey & Son 

Jas. Moss 

P. J. Nangle & Co. 

C. L. Stevens & Co. 

J. H. Sellman Co. 
Stephenson & Osborne 
Watson Cut Sole Co. 
Way Leather Co., Inc. 
Wilkinson & Reger 
Williams Cut Sole Co. 
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Success to the Retailer 
Profit to the Manufacturer 


NLY second to STYLE and PRICE is the 
O UNION STAMP as a predominating 
factor in-the buying of footwear by the 

mass of American people. 


Do you realize that the story of the Union Stamp 
is being spread among hundreds of thousands of 
trade unionists this year through their own labor 
press, assuring the patronage of Union men, their 
families and friends for retailers who carry Union 
Stamp shoes? 


Shoe retailers are apt to judge the demand for 
Union Made shoes by the number of actual re- 
quests. This is a false impression. Trade Union- 
ists buy from the merchant whose shoes, they 
know, bear the Union Stamp. 


<0! & SHOE 
WORKERS UNION 


UNION) STAMP 


Factory 





Boot & Shoe Workers’ Union 


246 SUMMER STREET 


COLLIS LOVELY 


Affiliated with the American Federation of Labor 


BOSTON, MASS. 


CHARLES L. BAINE 


General President 


General Sec’y-Treas. 
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Black Calf Lace Oxford 
on the Matrix No. 8 — 


Fear ——— 
cn i Ai 
— a 
== cc 
—— oie adie Sie <= > 
a wt 


st. Same shoe in No. — 
5 Collis Style 282. 


ae “a In Stock $6.25 
$ 77 
ye 





ike your Joo tprint in the Sand! 


“Here, sir,” you can say to a customer, “is an innersole which fits your foot. 
It’s the famous moulded Matrix Innersole.” 


That is why it is so easy to sell—it feels so good on a try-on—the upper 
fits—the sole fits—no breaking in. Men just settle into these shoes with: 
sigh of satisfaction—and tell their friends about them. 


Room 415 













Space 66 Our new Fall styles will be on display 
during the Boston Style Show in Room 
Hotel Statler 415, Space 66, Hotel Statler. 


~The MATRIX Shoe | 


FOR MEN 


















ALDEN, WALKER & WILDE INc. 
EAST WEYMOUTH, MASS. 





uly 7, 1923 
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CHHHHHHHHHHEHHHEHHH HEHEHE EHH HHH EH OOS 


THE RELIANCE SHOE 
COMPANY 


The Reliance Shoe Company of 
Beverly, Mass., begs to announce its 
consolidation with the manufacturing 
personnel of Gorman, Tarr & Water- 
house of Lynn, Mass. 


¢¢¢ 


R. CHARLES E. WATERHOUSE, who was in 

charge of production of James Phelan & Sons, 
and latterly of the firm of Murphy, Gorman & Water- 
house, will be superintendent of the consolidated organ- 
izations. He brings with him not only a long experi- 
ence, and a reputation which is second to none in the 
manufacturing of Women’s smart McKays, but also a 
group of workers who have been loyal to him through 
all these years. 


The Reliance Shoe Company will be conducted on a 
co-operative basis, each and every employee will be a 
part owner working in harmony with the management, 
each considering the buyer his own customer. 


We feel certain that under these ideal conditions the 
trade will be most satisfactorily served both as to shoe- 
making and reliability of delivery. 


COOH HHHHHHH HH OOS 


RELIANCE 


SHOE COMPANY 
Lynn, Mass. 


COPLEY PLAZA HOTEL, BOSTON, WEEK OF JULY 9 


Josiah J. Lippitt, Thomas A. Eagan, James H. Maybury, in Attendance. 
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WHERE TO BUY 
Men’s Shoes 





HENRY LILLY CO. 
110 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 














ror MEN 
M. A. PACKARD CO., Makers 
BROCKTON 


— 





NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 


Syracuse, N. Y., U. 8. A. 
MEN'S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 
Brockton, Mass. 

















50 STYLES IN STOCK 


BMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


i Ives | 


KUMFORT-ARCH SHOE 
MADE EXCLUSIVELY BY THE 
EMERSON SHOE MFG. CO 
ROCKLANO, MASS. 
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Fall Run Opens 
Up Well in 


Cincinnati 


Practically All Shoe Factories 
on Full Time 


CINCINNATI, O.—A full schedule run 
has been attained by practically all 
shoe manufacturers in this territory 
during the past few weeks. Produc- 
tion. has been pretty high with some 
since the middle of April and the first 
of May. Others have been depending 
almost entirely on Fall bookings for 
the June and July run. 

A nice volume of orders is being 
sent in from salesmen in territories 
and manufacturers report Fall book- 
ings to be on a par with other years. 
Different shades of brown are being 
taken well by the trade and black pat- 
ent continues in favor. Some reptiles, 
notably lizard, are being specified in 
Fall orders but manufacturers are of 
the opinion that buying on this ma- 
terial will be very conservative. Suede 
is generally accepted as the feature 
shoe for the fall season. 

Shipments from wholesale houses 
and in-stock departments were very 
heavy in May and June and mail or- 
ders for immediate business are ex- 
pected to hold up well. Judging from 
the number of whites being shipped 
out, lots of them are being bought for 
summer wear, and wholesalers are of 
the opinion that 50 per cent more 
whites will be sold this summer than 
last. There is a conservative demand 
for novelty kid and an increasing de- 
mand for sandals. 


W. H. Lampe Reports 
Gain 


St. Louis, Mo.—W. H. Lampe, presi- 
dent of the Lampe Shoe Company, re- 
ports a gain in sales of 110 per cent for 
the month of June over the same month 
of 1927. The total gain for the first 
six months of this year is 25 per cent 
greater than during the first six months 
of last year. Mr. Lampe says that the 
demand seems to be switching to the 
plainer patterns. 


Busy Patterning Leather 
by Photographic Process 


Preaspopy, Mass.—The Essex Tan- 
ning Co. is running double time, get- 
ting out reptile leathers, which it 
makes by.a new photographic process. 
At least, it photographs the grain on 
to its leather. Its method is a secret. 





Fall Orders Are Being 
Booked in Larger Volume 


Boston, Mass.—Factories in this 
section report that they are beginning 
to receive orders in good volume for 
Fall, and some for immediate delivery, 
Manufacturers are anticipating fur. 
ther order-placing during the next 
week, as an unusually large number of 
buyers have made reservations at 
hotels here for the purpose of attend- 
ing the Boston Shoe and Leather Fair, 
and visiting local sample rooms. 

In men’s shoes being cut for Fall, 
and in men’s shoes on order to be cut a 
little later, black calf, kid, kangaroo 
and patent lead to the extent of about 
90 per cent; dark brown leads in the 
shades other than black. 

manufacturer of women’s welt 
whose shoes retail at medium prices, 
report that patent leather is strong, 
Many fabrics are being cut for 
women’s shoes. Among the new nun- 
bers is a “reptile” velvet, resem- 
bling a snakeskin in its colors of tan 
and brown; this material was recently 
introduced in a strip pump with 20/3 
heel; a soft shade of red velvet in 
tones resembling a lizard calf was 
also shown in one of the Boston sample 
rooms last week. Reptile prints are 
selling well; some fair orders have been 
booked lately on women’s weight grain 
calf; glazed kid is being bought more 
freely. There is a demand on at the 
present time for wine and bottle green 
kid by makers of women’s shoes. 

In children’s shoes, there is a con- 
tinued demand for patent leather and 
tan elk, for the younger kiddies, with 
misses’, boys’, and growing girls’ runs 
showing the identical patterns and 
materials of those of their elders’ foot- 
wear, the only difference being in the 
lasts. Sample rooms of factories, and 
wholesalers’ store windows and inside 
cases, are now appearing at their best, 
in anticipation of the many visiting 
buyers due this week, and all during 
the summer months. 


Shoe Sales Firm Formed 
by Gorman and Howe 


Boston, Mass.—John T. Gorman ani 
William J. Howe, former president and 
salesmanager respectively of Murphy, 
Gorman & Waterhouse, late of Lyn), 
have formed a partnership under th 
name of Gorman & Howe, 88 Beat 
Street, Boston, to merchandise certail 
New England made lines of footweat. 
They are assisted by five old M. G.é 
W. salesmen. At present they hav 
five lines of women’s McKays al 
Turns and men’s slippers retailing 1 
the popular $4 to $6 range. 

The venture is receiving hearty tt 
sponse and support by their mal 
friends throughout the country. 
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Silver Anniversary 


Boston, Mass.—The Alfred J. Sweet 

Company has recently issued an attrac- 
tive invitation to the trade to partici- 
ate in its Silver Anniversary, which 
will be held at the Hotel Statler, Parlor 
A, mezzanine floor, on July 9-11. The 
invitation is artistically embossed at 
its head with a smartly dressed 1928 
girl in silver, and just behind her, in 
silver shadow, is her “ancestor,” of 
1903, in appropriate period costume. 
The Silver Anniversary invitation’s 
envelope was lined with silvered paper. 
The Alfred J. Sweet Company has 
made elaborate arrangements for the 
observance of its Silver Anniversary 
during the days of Boston Shoe and 
Leather Fair. Pathe News will take 
exclusive pictures; there will be trips 
for visiting ladies; special feature en- 
tertainment, favors, refreshments, and 
a hearty welcome to the trade. 


Eleven New Partners in 


L. H. Hamel Leather Co. 


HAVERHILL, Mass.—The L. H. Hamel 
Leather Co., one of the world’s largest 
tanners of leather for shoe linings, 
on July 1 was granted a charter of 
incorporation under the laws of Massa- 
chusetts, with an authorized capitaliza- 
tion of $500,000. Under the reorgani- 
zation and corporation the company 
assumes a unique position in the trade 
through the admission to the firm of 
eleven of its heads of departments and 
executives. 

The Hamel company has taken this 
way to demonstrate to its department 
heads its appreciation for their services 
to the company and at the same time, 
by admitting them to the directorate, 
assures maintenance of the organiza- 
tion’s existing personnel. 

Louis H. Hamel, founder, says that 
business has enjoyed phenomenal 
growth and now has a daily output of 
over 1200 dozen skins. 

Executives of the Hamel company 
who become actively interested in the 
business and own stock in their own 
right include: Edward J. Blanchard, 
New England sales representative; 
Charles L. Wales, William Hayes, John 
J, Madigan, William Baston, Guy 
Berry, George Hamel, Walter Hamel, 
department heads; Andrew J. Kunzig, 
superintendent; William Blaine, Phila- 
delphia representative; and Mrs. E. R. 
Snow, office manager. 


Shack Artificial Flower 
Co. Buys Bodine-Spanjer 


Cuicaco, Inu.—The Shack Artificial 
Flower Company, Chicago, has gone 
nto the manufacture of ultra-modern 
pieces in high class decorations, having 
bought out the Bodine-Spanjer Com- 
pany. H. S. Green, well known sales 
manager of the latter company, is now 
associated with the Shack firm, to- 
gether with the former personnel of 
he Bodine-Spanjer Designing and Pro- 
duction Departments. 

The Shack Exhibit at the recent con- 


: This 
firm now furnishes gratis sketches of 
backgrounds, display fixtures, decora- 

ve units, ete. 


W 





Kid Tanners 
To Stage Show 
At Boston Fair 


Boston, Mass.—There will be a 
show within a show again this year at 
the Boston Shoe and Leather Fair, 
where the Kid Tanners will display kid 
shoes on living models daily from 11 
a.m. toil p.m. From all reports it 
promises to be one of the most unusual 
spectacles ever presented at a trade 
affair. 

Parlor C at the Hotel Statler looks 
like a scene backstage the day before 
the opening of the Follies. At one end 
of the huge room carpenters and artists 
are furiously wielding hammers and 
brushes, while at the other a line of 
beautiful models, hand picked in a tri- 
state contest held in New York, are 
being put through their paces by a 
skilled director. 

Two devices never before used on any 
stage will make their debut at the Kid 
Show. The first is a double stage six 
or seven feet above the usual platform, 
which will enable the girls to double 
the number of styles that can be shown 
at one time. The second is a shadow 
picture arrangement about which the 
tanners are still rather secretive. It 
is a device in the manner of the old 
peep shows and is said to permit in- 
finite amusing and novel possibilities 
in the display of shoes. The idea will 
be initiated by the Boston company of 
“Good News,” who will open the show 
with a shadow exhibition of “The 
Varsity Drag.” 

Seventeen manufacturers are dis- 
playing shoes at the special show, and 
in addition a most remarkable collec- 
tion of French shoes has been sent 
from abroad in the care of a heavily 
bonded messenger. Special arrange- 
ments will be made so that manufactur- 
ers may have an artist to sketch these 
shoes. Prizes are to be awarded to the 
most artistic shoes exhibited by Ameri- 
can manufacturers. 

A number of special events are prom- 
ised, including the great Boston Amer- 
ican Best Dressed Foot Contest. An- 
other stunt, the details of which those 
responsible for the show cannot now 
divulge, has been planned. It is a 
national event so completely different 
that it is expected to set the country 
talking. The stunt is to be started on 
the first day of the show. 

Acceptances to invitations have been 
received from Frank Fay, well known 
vaudeville headliner, and Charles Ray, 
famous movie star. Both men will be 
playing in Boston at the time of the 
show and will act as masters of cere- 
monies. The Princess Casagrande di 
Valverdi is included in the list of 
patronesses. 

Music by an Hawaiian band winds 
up the list of arrangements for the 
biggest show ever undertaken by the 
Kid Tanners. 


To Study Shoemaking 


LYNN, Mass.—C. J. Harrigan, who 
recently retired from the Bender Shoe 
Co. of Lynn, sailed last week for. Eu- 
rope to make a study of shoemaking 
methods there. 
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WHERE TO BUY 
Men’s Shoes 


i le eli li ei ei li li da i ti) 


<\ 


BOSTONIANS 


COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 











STEADY PROFITABLE \_— 
BUSINESS IS WANTED. SELL- 





OAT At et ee 


WHERE TO BUY 
Slipper Supplies 





POMPOMS AND ROSETTES 
The right merchandise at the prise. 
HY-G E SLIPPER SUPPLY QO. 
698 Broadway New York 











WHERE TO BUY 
Standard Shoe Materials 


liek 





Colored 
Chrome 
Sides 


“2.2.9, 








The One 
Waterproof 
Leather That 
Takes and Re 
tains a Polish 


CREESE & COOK CO. 
Tanneries at Danverspert, 05 Seuth St., Bestes, Masa 








| West Virginia 


Counters of this board help 
the shoe to hold its shape. 
Pulp Product Department 
West Virginia Pulp & Paper Company 
Detroit New York Chicago 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 


Ah Ooh Oh 








PARISTYLE FOOTWEAR MF MF. CO., INC. 


Factory and Sal 


40-46 West 25th S 
HIGH GRADE TURN Sher oad York Ci, 
Satins, a Brocades and Fancy Patterns 


| Don’t fail to see 
LOUIS HALPERN 
for hot numbers 


147 Lincoln Street 
BOSTON, MASS. 




















Men’s All Leather House Slippers 


HAND TURNED— 
IN 8TOCK 
Romeos 






Bend for samples. 
ROTH & ROSENBERG SHOE CO. 


janufa 
124 N. 3rd St., Philadelphia 














Two Strap Sandal 


“Hand Turned” 
In Stock 
C to E—24%-9 
No. 3-2 at $2.35 
MORAN-HERMANN- 
MeMANUS, INC. 














Auburn, Maine 
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WHERE TO BUY 


Store Fixtures 


WINDC\ 


URES 





Several Plants Busy 
on Fill-in Business 


HAVERHILL, Mass.—The holiday pe- 
riod has brought attendant slackness 
to the local shoe business. Fill-in or- 
ders continue to keep several of the 
plants busy, but generally production 
schedules are below normal. The mail 
order houses have been successful in 
maintaining good volume until now, but 
are beginning to show some falling off. 
Local shoe men are hopeful of improved 
buying conditions late in July. 

The Boston Shoe Fair will claim the 
attention of manufacturers and sales- 
men from this district from now on. 
The exposition and the period immedi- 
ately following will find all the repre- 
sentatives of the local trade in the 
Boston market. 

Present productions reveal no par- 
ticularly new features. Satins and 
velvets are putting in greater appear- 
ance and seem sure to be generally 
popularized for Fall. The Fall browns 
in both suede and kid are very gener- 
ally utilized in the new season’s lines. 
Suede calf has gained especial promi- 
nence. Reptiles and snakes have a 
very definite place in the trimming of 
the new shoes. Oxfords for the school 
and college trade are picking up and 
the young woman this Fall will step 
out in some of the smartest and nobbi- 
est oxford creations yet to be intro- 
duced. 


Field Bros. Have Outing 


EAST BRIDGEWATER, MASS. — More 
than 100 executives and employees of 
the Field Bros. Shoe Co. went to 
Crescent Park, R. I., for their annual 
outing June 23 as guests of the com- 
pany.. A program of sports, including 
a baseball game and racing, was en- 
joyed after which a shore dinner was 
served. Prizes, in the races were pairs 
of shoes both for the men and women. 
Following the spread an address was 
given by President Walter P. Field in 
which he announced a good number of 
orders was on hand with assurances 
the plant would run practically at ca- 
pacity until December. 





A Guide for Flyers 


LYNN, Mass.—The U. S. M. Co. has 
placed on the roof of its factory at 
Beverly a sign 720 ft. long and 30 ft. 
wide, and an arrow to point the course 
to a landing field near by. It is be- 
lieved that this sign is visible from a 
mile high in the sky. 

It remains for the papers to record 
the name of the first shoe man to fly 
from his factory to “The Shoe” at 
Beverly. 


Wallin Buys Farm 


GRAND Rapips, Micu. (UTPS)—Van 
A. Wallin of the Harold-Bertsch Shoe 
Co.’s Grand Rapids territory has pur- 
chased a farm and is fitting it up for 
a summer home. The Wallins returned 
to Grand Rapids from a trip through 
the eastern States on June 16 and im- 
mediately began remodeling the farm- 
house. 





| up of Arch Rest trims, including 








Changes in Lasts Noted 


LYNN, Mass. — Hitchings - Stephens 
Corporation tell of changes in lasts, re- 
porting that some of their customers 
show a new and increasing interest in 
square toes, while others are more in- 
terested in lasts of longer lines — 
narrower toes. As a general rule, 
long narrow last calls for a high heel 
like a 19/8 or a 20/8 Louis, while the 
square toed last calls for a Cuban | 1ee] 
of 14/8 or 15/8. But there are excep- 
tions to this rule, for each section has 
its own individual notion of what is 
what in shoe shapes. 





'Show How Arch-Rest 


Shoes Are Produced 


PORTSMOUTH, OHIO. — The Marting 
Brothers’ Department Store had a very 
attractive window recently, thro ugh 
the use of the Drew Arch Rest display. 
The set was placed close to the front 
of the window, allowing just enough 
room on the floor to place before it the 
various parts of the Drew shoe in its 
various stages of construction. Tacked 
or glued on a cloth-covered frame, some 
40 odd parts, used in a single shoe, 
were shown; each part being described 
on an accompanying sticker. The frame 
is sourrounded with a stained wood 
moulding, an on the head mould is 
printed: “Over forty parts for making 
one Drew Arch Rest shoe—198 sepa- 
rate operations.” The Irving Drew Co. 
are having made several sets of these 
displays for distribution to dealers 
throughout the country in the setting 
KINS 
and display signs. 


New Lasting Method 





LYNN, Mass.—“Patsy” Colella, of 
Colella & Leighton, has developed a 
new method of making shoes, which is 
to be known as the “Col-Ton” process. 


It provides for the production of shoes 
of extra licht weight, though of good 
substance for both sole and upper, and, 
also, for shoes that are extremely flexi- 
ble. It is stated by the firm that the 
shoes are lasted by a new method, 
which eleminates tacks from the fore- 
part, and are sewn in a new way. But 
the rest of the process is secret 





New Firm in Lynn 


LYNN, Mass.—J. S. Waxelbaum Co., 
Inc., has been formed by J. S. Waxel- 
baum and others for the manufacture 
of turn shoes of smart style. Mr. 
Waxelbaum started in the shoe busi- 
ness in Atlanta, Ga. He was recently 
with A. M. Creighton of Lynn. The 
new enterprise will be cooperative, for 
employees in the factory will hold stock 
in the company. 


New Tanning Concern 


Boston, Mass.—David Kirstein, of 
the Kirstein Leather Co., of Boston: 
Sam Rossman, of New York. and 


others, have bought the Arm trong 
tannery in Peabody, and have ‘med 
the Kirstein Tanning Co. to ma _ 

ither. 


ture a general line of upper | 
Rousmaniere, Williams. Co. fo: 
owned and operated this tanner; 
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Keith Taking Inventory 


BROCKTON, Mass.—All the factories 
of the George E. Keith Co. were closed 
this week, the week of July 4, for the 
annual inventory. It was expected 
that more than the usual week at this 
season would be allowed the employees 
because some of the factories have 
been running only on part time for 
some weeks, but the same period as in 
other years has been set aside because 
practically all the factories will be 
operated now on full time with the 
start of the new run. Business in wom- 
en’s lines is reported particularly good. 


Sole Manufacturer to Have 
Interesting Shoe Display 


BosToN, Mass.—One of the very in- 


teresting displays at the Boston Shoe | 


and Leather Fair will be that of the 
Graton & Knight Company of Worces- 
ter, Mass., manufacturers of “Gold 
Spot” Sparton leather soles. 

The exhibit will be divided into two 
parts—the first devoted to shoes with 
these soles, from some fifty or sixty 
different factories in various parts of 
the country; the second to a varied col- 


lection of advertising material designed | 


to help the retail shoe merchant sell 
shoes which have these soles. 

The background of the two big booths 
taken by this company will be draped 
in blue silk on which will be mounted 
five gold spots of different sizes. The 
background will be flood-lighted. 

This company also has donated one 
of their all-leather golf bags as a prize 
to be played for in the golf tournament 
which will be a feature of the last day 
of the fair. 


L. Q. White Co. Has 
Outing 


BRIDGEWATER, Mass.— The annual 
outing of the executive family of the 
L. Q. White Co. was conducted June 
23 at Pemberton. During the after- 
non there was a program of races 
and a baseball game between teams 
captained by Alfred Carroll and 
Frank Edson, the former’s team win- 
ning. After the games dinner was 
served at Hotel Pemberton, after which 
the company policies and future pros- 
ae were outlined in addresses given 
y Loring Q. White, George White, 
Henry White and Clarence Adams. 


New R. & S. Store 


_Datuas, Tex. (UTPS)—The R. & S. 
Shoe Stores of Columbus, Ohio, opened 
their first store in the South here a 
few days ago. The company recently 
bought out the Leon Kahn Shoe Com- 
pany, a concern which had been in the 
retail shoe business in Dallas for fifty 
years. The entire Kahn stock was dis- 
posed of at a “close-out sale,” and the 
new company opened with a new stock 
of men’s, women’s and children’s shoes. 
The company is occupying an entire 
three-story building on Elm Street. 

L. Berns, district manager of the 
Company, supervised the closing out 
of the Kahn stock and the opening of 
the new store. 








Lynn Working on New 
Styles for Fall Wear 


LYNN, Mass.—New business is com- 
ing along as it always does at the 
half turn of the year, and there is 
increasing activity starting from the 
vat of the tanner and in due time it 
will extend to the packing room of 
the shoe manufacturer. An abundant 
variety of new styles will be shown 
in the coming markets, and a bounti- 
ful quantity of orders for footwear is 
expected. 

A Lynn designer, who returned from 
Paris a few days ago, bringing with 
him drawings of new styles as weil 
as new shoes, places step-ins first ir 
the program of fashion. opera pumps 
second, and straps third. He comments 
that it is not so much the line nor 
the color that makes the style, but the 
character of the shoe as it may be ex- 
pressed in the shoemaking, and the 
decoration of the shoe, which is often 
done by deft touches of hand, such as 
the weaving of strands of color inte 
the shoe, or the adorning of the shoes 
with beads, and thread and needle ef- 
fects without end. 

It certainly looks as if suede would 
be a leading material, for tanners are 
now operating to capacity on this class 
of stock, and some are already behind 
on their orders. One tanner, specializ- 
ing on suede, says that 40 per cent of 
his leather is black in color, 30 per 
cent in the brown tones, and the re- 
mainder in blue, green, wine and other 
hues.. He is surprised at his sales of 
blue suedes. 

Tanners have scoured the far corr°rs 
of the world for hides and skins, and 
the increasing quantities that are com- 
ing in give assurance of a plentiful 
supply. 

A number of Lynn manufacturers 
are not in agreement with the forecast 
from Paris which places step-ins first 
and pumps second, and make no men- 
tion of ties, oxfords and boots. They 
have samples of all these types of 
shoes, and boots are not the least 
among them. 


Production Methods 
Are Being Speeded Up 


LYNN, Mass.—Lynn manufacturers 
are giving more thought to quick pro- 
duction methods, and are even consid- 
ering a program of making shoes in a 
week, or with such speed that orders 
booked on Monday morning may be 
made and delivered in nearby cities in 
time for week-end sales. Various new 
devices are coming into use for secur- 
ing this quick production of shoes, and 
among them are the new “condition- 
ing” machines, which temper leather 
and dry shoes automatically, and in a 
comparatively short period of time. It 
is possible to save several days on the 
production schedule by the use of these 
new machines and methods and the 
shoes are improved, too. 

Several firms are fitting up to make 
Littleway shoes. These shoes are lasted 
with staples of fine wire, instead of 
tacks, are sewed with a lock stitch in- 
stead of a chain stitch, and are levelled 
to the shane of the bottom of the last 
with the Goodyear leveler. They are 
practically tackless, and light in weight 
and tread and easy to the foot. 


WHERE TO BUY 


Women’s Novelties 





From a Progressive Southern Dealer 
In Stock $3 to $6 “Your styles are wonder- 
sellers. ful, fit right and sell 

like hot cakes. You 

: can advertise this 
letter if you wish.”’ 
(Name on request.) 

You'll say the same 

once you try “‘On- 
Time’’ specialties. 
Write for circulars 
Samuel Cohen 

Shoe Co. 
72 Lincoln St., Boston, Mass. 











Latest Styles at 
.Popular 











WHERE TO BUY 
Ballet Slippers 





Rights and Lefts 
Two Grades 


Wos. Miss. Ohi. 
$1.50 $1.45 £1.49 
1.385 1.30 1.25 


in Steck 
325 West Monroe 


SMITH 
Chicago, Ill 




















Im Stock Black Bal- 
let Slippers 
Ladies’ $1.25 pr. 
Misses’ $130 pr. 
Childs’ $1.15 pr. 

BLOG SHOE CO., INO. 

147 Duane st., 

’ New York, N. Y. 

é 


BALLET SLIPPERS—IN STOCK 


of the unusual kind 
8102 Bik. Kid Hand Tura 
Soft Toe 
Child’s 6 te ti—$i.35 
Misses 11% te 2— 1.40 
Women’s 2'% to 8—1.45 
Also Hard Toss 


SCHWARTZ & HERDER, Inc. 
Specialists in Ballet Manufacture 
1 No. 11th St., Philadeinbia. Pa. 




















BALLET SLIPPERS 
Made on Right and Left Lasts 
Wom. Miss. Chilis 
Mo. 600 Black Kid..1.45 1.40 1.35 


Coast Prices Slightly Higher 
BROOKS SHOE 

MFG. CO. 

Philadelphia— 


1725 No. 6th St. IN 
Les Angeles—1162 80. Hil! st STOCK 


DO YOU KNOW? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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WHERE TO BUY 
Shipper Quilting 


os | 

















SLIPPER MANUFACTURERS, 
ATTENTION! 


We Do Quilting 
For good workmanship and 
quickest service see 


FENKART & SONS, INC. 
815 22nd Street Union City, N. J. 
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WHERE TO BUY 
Children’s Shoes 


EP 


“ELAM”’ 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 


OCHESTER, N. Y. 
Boston Office: Statler Bldg., Room 532 
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WHERE TO BUY 
Shoe Buckles & Fabrics 


i el eel 


eases asi 




























“Decidedly Different” 
Importers 


MAISON MANN, INC. 
formerly 


BAUER & MANN 
3 West 20th St.. New York 


y<—_ VEITH——>-V 
E UT STFEL— E 
IMITATION STEEL 
\ BEADED 
SHOE BUCKLES 
T a a@u. vein, Inc h6T 
ca! 9-11 Bast 20th, Now York 





SHOE ORNAMENTS 


101-103 West 37th Street, 
New York City 











A New Size Stick 
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WHITMAN, MAss.—Paul Jones of the 
Commonwealth Shoe and Leather Com- 
pany has recently invented a new size 
stick. It is called “The Foot Saver 
Size Finder,” and is used exactly op- 
posite from other foot measurers, in- 
asmuch as dimensions are taken from 
ball to heel, instead of heel to toe. 
An application has been made for a 
patent on this device. It is claimed by 
the inventor that this size stick was 
made by him to fill a demand for “a 
very simple, economical, and usable, 
size finder.” It measures for high, 
as well as for low heels. Directions 





for using the foot saver size finder 
are, as follows: First lay the foot 
sideways so that the bottom is in plain 
sight. Bend the great toe upward 
slightly so that the ball joint on the 
bottom is clearly outlined. Lay the 
stick along the bottom of the foot, 
placing the little metal cup, which is 
securely fastened at one end of the 
stick, over the ball joint at the bottom 
of the foot. Slide the movable up- 
right to the back of the heel. Read the 
size indicated and proceed to fit with 
that size as a basis. 





Restaurant on Roof 


LyNN, Mass.—The U. S. M. Co. has 
opened the new restaurant on the roof 
of its factory in Beverly. The walls of 
this restaurant are 90 per cent glass, 
and so the machinery men, as they eat, 
may look upon a wonderful panorama 
of land and sea. The restaurant has a 
most efficient equipment for the prepa- 
ration of food. It can feed 700 persons 
at one time. 


Finds Foot Deformities 
in Bare Foot Mexicans 


Cuicaco, Inu.—Dr. Wm. M. Scholl, 
president of the Scholl Mfg. Co., man- 
ufacturers of foot comfort remedies 
and appliances, has just returned from 
a tour of Mexico in the company’s in- 
terest. Dr. Scholl was surprised to 
find many foot deformities, especially 
bunion and hallux valgus condition, 
when the bones of the toe are forced 
outward at the great toe joint, known 
as the wmetatarso-phalangeal joint, 
among men and women who have never 
worn a shoe. The natives wear a sort 
of sandal, Dr. Scholl said, usually cut 
from sole leather or old automobile 
casings and with fangs of leather to 
hold them on the feet. The cause of 
the bunions was perhaps due to the 
type of sandal where the toe end of the 
sole piece is covered with leather, nar- 
rowing considerably at the toe. The 
natives carry heavy bundles and, owing 
to their posture, the weight forces the 
toe against the short toe piece. 

“Tt is not unusual to see porters 
around Mexico City carrying bags of 
flour or meal weighing from two hun- 
dred to three hundred pounds on their 
backs and walking so that practically 
all of the weight is thrown upon the 
feet through slightly flexed knees. This 
posture seems to be characteristic with 
the Mexican burden bearers,” Dr. 
Scholl said. 





Faust to Open Another 


Detroit, MicH. (UTPS) — Paul 
Faust, retail shoe dealer at 6237 Chene 
Street, plans to open a second store at 
5506 Chene Street shortly. The new 
store will operate under the name Wil- 
liam’s Shoe Market. 











How to Succeed Discussed 
at Binghamton Meeting 


BINGHAMTON, N. Y.—Chief causes 
for success or failure in the retail shoe 
business were outlined by speakers at 
a regional meeting of the New York 
State Retail Shoe Merchants associa- 
tion, held at Kalurah Country club re- 
cently. Nearly 100 dealers and sales- 
men attended from this community and 
from Elmira, Ithaca, Cortland, Wat- 
kins Glen and other cities and towns in 
this section of the state. 

“Success for the retail shoe dealer is 
based largely on his thorough knowl- 
edge of goods to be sold, on what the 
public wants, and on the principles of 
store operation, salesmanship and ac- 
counting,” said J. Kennard Johnson, 
manager of the Binghamton Chamber 
of Commerce. “I believe that failure 
in this business results largely from 
three causes—insufficient capital, not 
enough knowledge of all the factors 
which make for success, and a lack of 
sufficient industry or originality in 
thinking out the problems which con- 
front every dealer.” 

“Beauty has come into the shoe busi- 
ness and—whether we like it or not— 
will ruin some and make other dealers 
successful,” said Bert J. Gosper of 
Elmira, president of the state Associa- 
tion. “The shoe dealer nowadays must 
recognize changed conditions in busi- 
ness and must conform to them if he 
expects to succeed. 

“More attention must be given to 
style, color combinations and other fac- 
tors which make for success, instead of 
sticking to the old policy of always 
stressing price and wearing qualities. 
We must appeal to the ‘young idea, 
and we must get opinions on styles and 
other matters from persons in our Ire- 
spective communities who are good 
judges in these things. There really 
are less commandments in the shoe re- 
tail business which make for success, 
if followed, than there are in the deca- 
logue.” 

Mott B. Hughey of Watkins Glen, 
an “old timer” in the retail shoe bus! 
ness, gave an entertaining and inspira- 
tional talk. George Schwartz of the 
A. E. Nettleton Co. of Syracuse, as 
sisted W. E. Southard of that city. sec- 
retary of the state association, in con- 
ducting a round table discussion. 
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The CAHILL CARTON CAHILL BOX MARKER 
“The Cart That O in the Front” 
ee ae — A VERY EFFECTIVE 
MACHINE 
2 : : For printing the stock number, 
5 < fe description, size and width and 
selling price of the shoes on the 
ae g carton or the index card for the 
finder 3 Eee Patented Cahill carton. 
: ~ ; 4 9-1-25 
i > ma FS Patents PRICE, $4.00 
» aln Pending Mailed on Approval 
ward Beautiful—Convenient—Economical— 
n the Any size— Any color — Shipped 
y the anywhere knocked down at 
lowest freight rates. 
foot, Cost less though made of 
ich is better materials. Samples 
f th or salesman on _ request. HARRISBURG, Pa. 
= € HARRISBURG, PA. 
ottom OOOO! BO BOO? BOP BBP 2O— DOF OE 
e up- 
ad the 
with 
— Our Feature Seller Perfect Goods— Every Pair Guaranteed 
, An Extra Heavy (Trimmed) Shoe . —_ . 
ssed White or Brown extra heavy Duck, with extra UNTRIMMED 
é heavyweight moulded one-piece basketball soles, Men’s White Tennis Oxfords (6-9)... .65ce. 
tin reinforced at the toe with heavy blue scuffer . Boys’ White Tennis Oxfords (2%-6)...60c. 
g =. — style. bet — + Ph hite or Black Tennis Ox- 
Men’s (6-9) ° : ords 7) 
causes Boys’ (2%-6) 1.00 Misses’ White Tennis Oxfords (11-2). 
il shoe Youths’ (11-2) : Child’s White Tennis Oxfords (7-10%) 50c. 
ers at Light Trimmed Shoes ‘ —s —— —— X St’p (2%-5%).60c. 
Brown or white he duck, durabl ted ~ f a’ sses rown Cross Strap (11-2)..... 55e. 
he oF enetien soles. a Be oo = tn. epee ae ——- ag + Rie fi Strap (7-104)... — 
3S - ’ ta omen’s e Ba (2%-6) 6 
sh ro Little Maite (6- 10%) Us3)- (8- 10) ee Misses’ White Bal. (11-2) 
sales- . eS All goods sold in 24 pair case lots. 
y 6%-8 &- 9). e = ei 
ty and ss « te y —s - White Terms: Net 30 Days. F.0O.B. Boston. 
ns i A. KEMLER 
wns in J o Lhe “Underbriced” 108 Lincoln St., Boston, Mass. 
aler is 
knowl- 
at the 
ales of 





nd ae ENNA JETTICK ENNA JETTICK | 
ane I (EY TOST SALES—LOST PROFITS "@#5@@@3 


' from 


























1, not - When a customer walks out of your store because 
ee you couldn’t fit her in a $5 or $6 shoe (or where 
ity in you had to misfit her to make the sale) you have not only lost that one sale and profit 
ian but have driven her to some other store where she may continue to trade. 
busi- 
= ENNA JETTICK RETAILERS DO NOT LOSE SALES 
oe because through the regular and constant use of the ENNA JETTICK Stock Department their stock is 
adie always complete especially on Narrow and Extra Narrow, Wide and Extra Wide widths. 
must 
> busi ENNA JETTICK STOCK 
‘eo SHOES ARE— 
he actually in stock! 
er a 
— stocked from AAAA to EEE! 
always 
—— carried in (?) styles 
les and profitably retailed for 
our re- ' 
good $5 to $6! 
Ree. If you already carry ENNA JETTICKS “you know it”—if you don’t, we will gladly refer you to those who do. 
success, Make the ENNA JETTICK Stock Department YOUR STOCK DEPARTMENT! 
e deca- 


and get what you want when you want it. 











5 Glen, 
e busl- 


nit FOO DUNN & McCARTHY, Inc. Auburn, N. Y. | ERR aes 
o as Ce ' ' Health Shoe 
ty. sec- 


If interested and there is no Enna Jettick dealer near you write 
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POSITIONS WANTED 
4c per word. 

LINES WANTED 

ALL OTHERS 


ALL DISPLAY SPACE 





Minimum Charge 75c. 

4c per word. Minimum charge 75c. 

7c. per word. Minimum Charge $1.25 

Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 


























SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED, 








Wanted: 


Salesmen of experience with 
following, to sell our lines of 
women’s up-to-the-minute novelties 

from $2.35 to $2.85 
carried In-Stock. States open: 
Va., Pa. Ky., Ohio, Iowa, Ills., 
Me., Miss., La., Texas, Colo., Idaho, 
Wyo., Mont., Wis. Commission 
basis only. Full particulars must 
accompany application. Address, 
D-520, Beot and Shoe Recorder, 
207 South St., Boston, Mass. 











SALESMEN WANTED 


Live wire salesmen to sell up-to-date 
line of women’s novelty footwear to retail 
$1.95, $2.95. and $3.95. Strictly com- 
mission basis. Applicants must give 
ful! particulars, experience and_ refer- 
ences. Address Key No. D-593, 
eare Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





SALESMAN WANTED 


Live wire salesman to take care of Jobbing, Department Store and Chain 
Store trade through entire South from Virginia to Texas. Must be well 
acquainted with entire territory and show large results. ; 
oughly acquainted with Stitchdown trade need apply. Commission basis 
with drawing account and expenses to the right party. Apply by letter only. 
Progress Shoe Co., 430 East 102nd Street, New York, N. Y. 





Salesmen Wanted 


For Texas, Georgia, Kentucky, 
Ohio, Tennessee, Minnesota, 
Louisiana, Alabama, New York, 
Iowa, and other desirable terri- 
tories to carry the fastest line of 
In-Stock Styled Corrective McKay 
Arch Shoes priced at $2.85 and 
$3.85. Liberal commission basis. 
Good opportunity for big earn- 
ings. When applying, state ex- 
act territory you cover. 

CORRECTIVE SHOE COMPANY 


14th and Washington Avenues, 
St. Louis, Mo. 











Manufacturer only selling wholesale 
trade desires aggressive salesman 
to sell men’s, boys’ and youths’ 
Goodyear Welt shoes to mail order 
houses, chain stores and shoe 
manufacturers. Please state refer- 
ences. Address D-572, care Boot 
and Shoe Recorder, 207 South St., 





Boston, Mass. 





‘SALESMAN for Missouri and Kansas. Must 
reside on territory and travel by auto. 
‘Children’s and Women’s Welts, McKays and 


Stitchdowns. Large stock department. Com- 
mission basis. Address D-584, care Boot and 
‘Shoe Recorder, 207 South St., Boston, Mass. 





‘SALESMAN for Oklahoma and Arkansas. 

‘ Must reside on territory and travel by auto. 
Children’s and Women’s Welts, McKays 
and Stitchdowns. Large stock department. 
Commission basis. Address D-585. care Boot 

a Shoe Recorder, 207 South St., Boston, 
ass. 





“WE have three more lines to be carried as 
a sideline with a shoe salesman. Our line 
represents a large number of designs of rhine- 
stone shoe buckles and a complete line of spats. 
Applicants must submit references with their 
first letter. Address D-589, care Boot and 
So Recorder, 189 W. Madison St., Chicago, 





‘SALESMAN wanted to sell our line of men’s 
and boys’ Goodyear We't Shoes in Cleve- 
land and vicinity and Pittsburgh and vicinity. 
Apply to G. Crafts Co., Inc., 162 Duane 
St., New York City, N. Y. 


BIG OPPORTUNITY 


Outstanding manufacturer of men’s and 
women’s corrective welts desires success- 
ful salesmen for the States of Ohio and 
Texas. Drawing account against liberal 
commission. Write full details D-595, 
care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, 
tll. 











RARE OPPORTUNITY—We are changing 
representatives in the following states in 
which we have established trade: Ohio, Ar- 

s, Missouri, Indiana, Tennessee, New 
York state. Want men to carry our line of 
In-Stock leather house slippers as side line. Must 
live on territory and cover same close by auto. 
Give full particulars in first letter. No drawing 
account. Weekly ements against orders 
received. Twenty men now successfully sell- 
ing line. Easiest selling commodity in shoe 
game today. Maid-Rite Corp. (Manufacturers) 
35 York St., Brooklyn, New York. 





ANTED: Salesmen to sell on commission 

a medium priced line of Men’s Turn and 
McKay Slippers in the States of Wisconsin, 
Towa, Missouri, Arkansas, Mississippi, Louisi- 
ana, South Dakota, Nebraska. Kansas, Okla- 
homa, Texas. Montana. MISTWOLD CO 
FORT SHOE CO., RAYMOND, N. H 


Only men thor- 





SALESMAN for Virginia. Must reside on 
territory and travel by auto. Children’s 
and Women’s Welts, McKays and titch- 
downs. Large stock department. Commission 
basis. Address D-583, care Boot and S! Re- 
corder, 207 South St., Boston, Mass. 





E have a few very desirable territories 

open in the South and Southwest. Fast 
selling line of women’s “red-hot” novelty shoes, 
“In-Stock” to retail at $4, $5 and $6, strictly 
commission basis. A wonderful opportunity 
for real producers with established trade. 
Wm. Marks Shoe Co., 1406 Washington Ave. 
St. Louis, Mo. 





ALESMEN, experienced, full or part tim 

new patented device long wanted by 
shoe retailer. Metropolitan territory. Ad 
D-596, care Boot and Shoe Recorder, 239 
39th St., New York City, N. Y. 








LINE WANTED 





A YOUNG man thoroughly acquainted with 
the desirable accounts in New York City 
and environs, desires to connect with a manu- 
facturer of high grade infants’ to growing zirls’ 
shoes. Address D-569, care Boot and Shoe 
Recorder, 239 W. 39th St., New York. N. Y 





ANTED for New Jersey snappy fast sell 
ing line of shoes by live wire representa 
tive, well acquainted, making entire stat 
car, finest references. Address D-58¢ 
Boot and Shoe Recorder, 207 South St 
ton, Mass. 





ALESMAN, experienced, wants li: 

New York and vicinity. Best ref 
Address D-594. care Boot and Shoe R 
239 W. 39th St., New York City, N. ‘ 








FOR LEASE 





SHOE DEPARTMENT FOR LEASE_i2 
hich class readv to wear store | ort 
Worth, Texas. main floor. center o/ 
All Fixtures furnished. Address D-5 

a and Shoe Recorder, 207 South St 

ass. 
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POSITION WANTED FACTORY WANTED WANTED TO PURCHASE 


—_— 














: FACTORY WANTED 
Factory Executive Prominent Shoe Manufacturer Sell Us Your Left Over 


ae 3 ee Se oe oe New York Export Purcnasinc Corp. 
7; : : : teen years is looking for a new : 
First class superintendent with = location and invites propositions 596 Broadway, N. Y. City 
bition and ability desires a posi- from Board of Trade or Chamber 


‘ é b East i 
ion, Shoe ted emt is of Commerce of nearby or Eastera Or Entire Stock for Cash 
; ;: soni be Firm is of long and good com- 
styling . line, designing and cut mercial standing, employing one 
ting models, scaling models for hundred fifty hands twelve months 
fi : h dh of the year. Only propositions from 
teetage, ae . oes at as towns with sufficient shoe help con- It would be worth your while iw get i 
p succ t. sidered. touch with us before you sell any o 
been a pa — oe oe Se her Need about twenty-five thousand your SURPLUS and DISCONTINUED 
and supplies. Address D-588, care oe. *, modern gg 4 yoase. LINES, as we have an extensive — 
eady for occupancy about e- d domestic outlet for almost anything 

Boot & Shoe Recorder, 207 South cember or January first. - A, ny 
St., Boston, Mass. Address D-574, care Boot and Shoe Recorder, 


239 W. 39th St., New York City, N. Y. KIRSCH-BLACHER CO., Inc. 


624 Broadway, New York, N. Y. 
































FOR RENT 








A Valuable Man for 


Some Manufacturer!! SHOE SPACE: For rent in well established 
ladies’ specialty shop, moving into new build- 
We know a fellow with most un- ing about Sept. Ist; 100 per cent location; the 
usual experience in women’s fac- above space on ground floor will be rented to 
tory. Exhaustive knowledge of reliable concern able to take care of better - 
production, making of samples, trade; city of 55,000 with trade territory of Milbradt 
handling orders, looking out for 220, 000 adjoining. WATNER’S, INC., Box } 
. lesmen, etc. For last few years 36, Amarillo, Texas. rte om Rare es any 
as been assistant to General Man- te a oe _ 
~ er of well-known house. Through - Ladders 
a ae» See coe a SHOE. Department for rent in well established, 


“panes nah medium priced Women’s Dress Shop, lo- a 
+ Caseunion amu cs bien want cated in heart of city of 150,000 in New Jersey. = . ge Ry oe = 
AND SHOE RECORDE R, 207 Store does great volume of _ business. Will A | cosine. 


lease to responsible concern. Percentage basis. 
SOUTH ST.. BOSTON, MASS. MAX STITCH, 156 W. 34th St., New York 


City, N. Y. ; Made in all_ styles 
a to suit any shelving 
conditions. 


MERCHANT NEEDS 





























MANAGER— Soper — Wines retail Con- : I 
nection wit lepartment or retai store. “ é Get our price before 
Live wire. References. 12 years’ experience. MERCHANT NEEDS placing your order 
Address D-587, care Boot and Shoe Recorder, : ; 
— 239 W. 39th St., New York City, N. Y. _— Milbradt 
. Fast - . ° 
y — (CRIROPODIST, with thorough Sales train- r| : A Manufacturing Co. 
“ ing esires connection wit manutacturer 
rtunity featuring corrective shoes, detailing Chiropo- i 2416 No. 10th Street 


es dists and giving educational lectures in schools, ST. LOUIS, MO. 
— 














churches, Parent Teachers’ Association Meet- 
ings, etc. Address D-592, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


OSITION , WANTED: Rig. man age 22 Wi N iINDOW 
cruits 10 learn retail shoe business. Salary | DISPLAY Fi Fi “hg RES 
— ope. Best references. Wilmer Sorensen, 


POSITION WANTED—Have travelled eight- | SEGAILEé “SONS hy Ad 
een years for Mrs. A. R. King. Onen r 
for poolion—it zx —_ so mS ast. Se TY) nae 
oth “St 7 eatee. lng Fla. a 923 ARCH ST. YANK Mii 
- PIlLADELPHIA, PA. Re 
. 
FOR SALE ARE BUSINESS GETTERS ) 


SEND FOR CATALOG ae 












































Nerve-Ease Arch Supports, Heel 
Pads and Metatarsal Supports made 
of red sponge rubber with leather 
covering. Retail $1.00 to $1.50. On 
account of overstock, we offer them A ; 

at $3.00 dozen pairs. W.H. WRIGHT caaienis H-W reed and fibre furniture offers 
& SONS CO., Ogden, Utah. many possibilities for fine shoe store 


LA B E L S seating. The above chair, in a beau- 


tiful finish and upholstery, will 
SHOE BUSINESS—Best location in Indus- help to create an attractive, ap- 


city, Seaport, Naval Base, and main SHOE CARTONS pealing atmosphere in your store. 


n og - famous or ry 
urists loitering ground in the arm i i i i 
wy? yt e- EXCLUSIVE BUT NOT EXPENSIVE Write for information and prices. 
3 -d doors. Quality Shoe Store, Port Angeles, SAULES UPON REQUESS 
ashington. 














ASE. in Baltimore, Md.; Boston, Mass.; Buffalo, 
n Fort ¥69-271 LEXINGTON AVE.. BRODKLYS. ey N. Y.; Chicago, Ill.; Kansas City, Mo.; 

of store AMERICAS CREATEST Los Angeles, Calif.; New York, N.Y.; 

¢ care SHOE CARTON @& LABEL MPGS Philadelphia,Pa.; St.Louis,Mo.; :Port-, 
Roston, |, Oregon; San Francisco, Calif, 
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MERCHANT NEEDS 








ay) 


eee 


$1.45 Each 


According to Size 








American Walnut Finish 
Immediate Delivery 
THE OSCAR ONKEN CO. 


611 West 4th St. 
CINCINNATI, OHIO 














BUYING SERVICE 








Group Buying 


SEND FOR DETAILS 


Complete Service and Catalog 
$1.00 Per Month or $10 Per Year 


Representatives Wanted 


102 Albany Bidg. Boston 











Big Demand Reported 
for Men’s Sport Shoes 


INDIANAPOLIS, IND. (UTPS) — Mar- 
ett’s men’s section is having the biggest 
year in their history on sport oxfords, 
white and black golf shoes, and riding 
boots. According to L. G. Cobler, man- 
ager of the men’s section, who has been 
compelled to duplicate this order, the 
condition is brought about by men of 
mature years resorting to sports wear, 
and the golf craze; not overlooking the 
riding fad which has brought about an 
increasing demand for riding boots. 
“In spite of the adverse weather,” said 
Mr. Cobler, “our sales have been the 
greatest in our history, and I intend to 
feature sport footwear until very late 
in the season for the benefit of patrons 
who winter in the South. White and 
tan and white and black combinations 
have been the best sellers. 





Providence Stores Are 
Enlarging Sales Space 


PROVIDENCE, R. I.—This summer sees 
four retail shoe concerns enlarging 
their selling space so that they may 
take better care of their trade. The 
Sterling Shoe Store on Weybosset 
Street has taken quarters next door in 
the new theater building, a move which 
will give them three times their previ- 
ous area, upon completion. Mr. Perl- 
man will have one of the handsomest 
and largest shoe store fronts in New 
England. 

Across the street, the Harvey Shoe 
Store which specializes on women’s 
$3.50 shoes, has moved three dors down 
the street. According to Alex Epstein, 
the new room will give him three times 
the seating and selling capacity he 
formerly had, making this the largest 
exclusive shoe store in the State. 

Remodeling work is progressing rap- 
idly at the Walk Over store on West- 
minister Street. At present the selling 
is being done in the basement while 
the upstairs is being beautified. 

The good judgment of the manage- 
ment of the Boston Store in enlarging 
and refurnishing their shoe section is 
made evident each day since the work 
was recently completed. With the ad- 
ditional seating capacity of 40 chairs, 
the rush hour crowds are handled much 
more easily, Buyer George F. Wilcox 
reports. Just a simple thing like 
changing the dark green stock boxes to 
a new tan shade has also brightened up 
the department considerably. 


Baker Incorporated 


Detroit, MicnH. (UTPS)—Baker’s 
Walkover Boot Shop, 2629 Woodward 
Avenue, was incorporated last week 
for a thirty-year term, with a capital- 
ization of $10,000, of which all was 
paid in property at $10 per share. The 
stockholders are: Benjamin Stein, 330 
shares; Abraham Pfeffer, 330 shares; 
Harry Rosenfeld, 340 shares. Shortly 
after the incorporation of the firm ad- 
ditional papers were filed with the office 
of the Secretary of State covering a 
change of name from Baker’s Walkover 
Boot Shop to the Baker Shoe Co. 


Koerber Sole Owner 


Detroit, Micu. (UTPS) — William 
G. Koerber, of the firm of Ladd & 
Koerber, Incorporated, retail shoe deal- 
ers at 5509 Michigan Avenue and 13247 
Jefferson Avenue East, has purchased 
the stock and fixtures of the firm’s 
business at the East Jefferson Avenue 
address and is now conducting it un- 
der the style De Sota Boot Shop. Ladd 
& Koerber formerly conducted a whole- 
sale shoe business at 250 Jefferson 
Avenue, West, in addition to their re- 
tail business. 


Nisley Store Robbed 


LouISVILLE, Ky. (UTPS) — Nisley 
Shoe Co., at 308 Seuth Fourth Street, 
suffered from safe cracksmen in the 
period surrounding the race visitation 
and the culprits escaped with around 
$400. An attempt was made to open 
the safe of the Emerson Shoe Co. at 
816 South Fourth and other shops in 
the block. 


| 





MERCHANT NEEDS 
Artistic 
Price and Sale 
Tickets 


something 





Always new. 
Samples mailed free on re- 
quest. State if large or 
small ticket is wanted and 


the color. 


Emil Rublack 
140-142 West Broadway 
Established 1903 New York 

















DISPLAY 
FIXTURES 


"MAKERS OF THE BEST oniy 


DISPLAY FIXTURE CO.: 


OF EVERY §£ 
DESCRIPTION 


Send for Catalog 
B46 


493 SEVENTH AVE- NEW YORK 





Use Merry-Go-Round 
In Children’s Dep't. 


CLEVELAND, O. (UTPS)—A< station- 
ary merry-go-round has been installed 
in the children’s shoe department on 
the fourth floor of The Bailey Co. 
store for the serving of youthful 


patrons. Seats of animal and bird 
design are used in attractive colors 
while a gaudy canopy overhead fur- 
nishes the natural setting. The plat- 
form and seats are about 3% ft. and 
4% ft. above the floor, respectively, 
which makes a convenient height for 
fitting shoes on little feet. The patience 
of youngsters is likewise increased by 
the fascination of their surroundings. 
P. Oppenheim, buyer of men’s, wom- 
en’s, and children’s shoes at Bailey’s, 
has found the merry-go-round a great 
asset in the merchandising of children’s 
shoes. 

The men’s, women’s, and childrens 
shoe departments now occupy acjoln- 
ing space on the fourth. floor of The 
Bailey Co. store, centering around the 
north end of the building. The mens 
section formerly occupied a space on 
the second floor while the women’s shoe 
department, up until the first of the 
year, was located in a middle section of 
the fourth floor. 
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‘Brush up 
your 
sales 





“Nearly every person who 

enters your store is a pos- 

sible purchaser of Rerco 

Brushes and Daubers. 

Display Repco Brushes 

and Daubers prominently 

and call your customers’ 

attention to them. Take 

advantage of this fine op- 

portunity for additional 

findings profits. @,Repco Brushes are made in both the stapled and 
wire-drawn types. The wood and bristle stock are the finest obtain- 
able, and are equally good in both types, while the wax finish is 
carefully applied and is lasting. The two types differ only in the 
method of fastening the bristle knots. @,Rerco Daubers are made 
only in the stapled type. Like the brushes, they are made of the 
finest stock and finish. 


For Sale by Shoe Findings Dealers 


United Shoe Machinery Corporation 





J. K. Krieg Company, 39 Warren Street, New York City 
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The Boot and Shoe Recorder | 4 buying guide to 


BOOTS AND SHOES 


Serves in Alden, C. H., Co., No. Abington, Mass..... 11 


Getting More Shoes Sold Right; not only “more” but “right”; sold Air Mail Shoe Co., Cincinnati, Ohio...... 4 
for the right purpose, to the right wearer, in the right ager 9% for the ; aw ' 

right price, at the right profit. This is the great problem of the retail Alien, Walker & Wilde, Inc., E. Weymout . 
shoe merchants. The chief purpose of THe Boor anv SHoe Recorper ees ee : 
is to help solve it; for this is the basic problem upon which depends —— a ; 


the progress of the entire allied industries relating to shoes and leather, 


their production and distribution Best-Ever Slipper Co., Inc., Brooklyn, N. Y. 76 


Blog Shoe Co., New York City.......... 17 
Blue Ribbon Shoemakers, St. Louis, Mo.... 10 


[; nN th 15 I SSUE— Brooks Shoe Mfg. Co., Phila., Pa....... 17 


Burkley Shoe Co. Brockton, Mass........ 66 
How Do You STAND WITH YouR 
NE, ictetg Wied Vers Gu klea was 6% By Richard L. Prather......... 33 Churchill & Alden Co., Brockton, Mass., 
Fifth of a Series on Business ath Cover 
Building. Clapp, Edwin, & Son, Inc., E. Weymout 
Bs OS oad ececeresecassveseceoeees 74 
To SELL GOLF SHOES— ........... By Ernest A. a 34 Cohen, Samuel, Shoe Co., Boston, Mass... 77 
Talk Golf. Commonwealth Shoe & Leather Co., Wh 
os , GE, TS 6 oo sesccetescececcececcces "45 
THE VOICE OF THE RECORDER....... Opinions of the Editor ......... 36 
: : : Duane Shoe Co., New York City......... 1 
NEW FIXTURES IN ART MODERNE.... As Seen in Paris .............. 38 waa elena 
Dunn & McCarthy, Auburn, N. Y...... 79 
WHEN FeEaAstT Days END IN KID 
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Next Week 


you will find 


in the 


Boot and Shoe 


Recorder 





E shall give you a complete 
lm of the Shoe and Leather 
Fair in Boston. 

New Style ideas, new merchandis- 
ing. ideas and everything worth 
while that comes out in the big mid- 
summer show of the industry. 


OOKING forward into fall, we 
fps how and where you can 
build your business and make a 
profit. 
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HAMA TEAM 


The Gordon Style Service offers much in train. 
ing your salespeople to sell STYLE. 

The ensemble, of course, is the greates| 
factor in selling today. And Gordon knows the 
whole fashion story from A to Z—for Gordon 
types and colors are selected after a complete 
survey of the season’s newest materials and colors, 

Furthermore, the smart individuality o 
Gordon design and the fashion correctness 0 
Gordon colors show how accessories may by 
chosen to enhance the beauty of the whol 


costume. 


The Gordon Style Book gives definite in 


formation that will be of value especially to the 
Boot and Shoe Recorder, July 7, 19 





Gordon 


ms ©. $4.2 2 oe 


PUONTITEENETONTEENEAT TEETH EPETTATATY 


CUMULUS 


train ready-to-wear, fabric, hosiery and shoe depart- 


ments. Write for full information. 


TO RETAIL AT 
GORDON V-LINE 


(chiffon) — for afternoon and evening wear . $2.50 


(semi-service) — for street wear 


GORDON NARROW HEEL 
(chiffon) —for afternoon and evening wear . $2.00 


(semi-service)—for street wear 


GORDON TOP & SHADOW CLOCKS 
(chiffon) — for spectator sports wear 


(semi-service)— for active sports wear... . 


BROWN DURRELL COMPANY 


NEW YORK ° ° BOSTON 


Hosiery and Shoe Store Accessories 
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Pointed Heels Plus —Two ‘Diamonds 


A novelty number combining dignity with the charming grace of youth 


Style 1000—Women’s full-fashioned chiffon silk novelty hose. Double-diamond 


featured with pointed heel in a smart dignified design. Made in Black, White, 


Atmosphere, White Jade, Nude, Grain, Shell Grey, Flesh, Plaza Grey and Gun 


metal. Sizes 8 to 10'3—!4 dozen boxes—per doz . $18.50 


The popularity of all other TreZur numbers is ever increasing. Listed below are the leading st 


All Pure Silk 
With Picot Edge 


Pointed Heel Hosiery 
FULL FASHIONED 


Licensed Jer Parent 1,111,658 


80 Extra t ga 
length with Picot Edge.. 


Sty Pure Silk with fine lisle sole | 
50 Chiffon weight, pure silk to 


chiffon with Picot Edge 


rain chiffon, pure silk, 
Four inch welt of fine lisle sheer—extra length with 
Fd re 
55 Medium weight, very durable ” 
§55 OS SPECIAL OUTSIZE, medium 

weight 15.00 


COLOR CARD 
Shades Shades 


Alesan Evenglow 


65 Excra heavy service weight 15.00 


All Pure Silk 


60 Fine gauge chiffon with Picot 
Edge 15.00 


Acmosphere Flesh 
French Nude 


Grain 


Beige 
. . Black 
70 New improved 4§-gauge chiffon Gunmetal 
weight 15.00 


+ 
Blue Fox Honey Beige 


Champagne Josephine Baker 
Dove Grey Sandy Beige 


Dust Merida 


7$ Forty-five gauge service weight 15.50 


PrP >> >>>>>>>>>>>>>>>>>> 


An execpt 


90 Forty-eight gauge, three-thr 


100 Extra fine gauge three-threa 


1¢ gauge chiffon, extra 


ER 
1 Is 
ultra 


Picot 


TREZUR Silk Hosiery 


Shute 
Misty Mc 
Nude 
Petal Ros 
Plaza Grey 
Seasan 
Shell Grey 
W hite 
White Jack 


COMBINE HOSIERY CORPORATION 


1107 BROADWAY . . . NEW YORK CITY... 
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ON 


What Shades fr Fall? 


hot July day it looks as if there 

will be little change in hosiery 
shades this Fall from those that 
have been in favor this Spring. 
he Textile Color Card Association 
has issued a list of ten new Fall 
shades and a few mills have also 
announced several new colors. 
From these and talk around the 
market the presumption seems to 
be that some darker colors, on the 
walnut and deep brown cast will 
find favor, that there will be a de- 
mand for a golden beige and that 
a dark blue will find a place as a 
novelty Fall shade. 

The new Fall shades as promul- 
gated by the Color Card Association 
are Reveree—a _ shade _ between 
Vanit and Sandust on the Spring 
Card; Rose Morn, akin to French 
Nude; Cuban Sand—a light, sandy 
shade something like Kasha Beige; 
Bronze Clair, a bronze overcast 
with a touch of green; Tea Time— 
between Manon and Pawnee of last 
Spring; Beach Tan—somewhat on 
the order of Beechnut; Boulevard 
—a dark tan; Light Gunmetal—a 
self-explanatory color, and Wrought 
Iron—a dark gunmetal. 

Six new shades have been an- 
nounced by Brown-Durrell & Co., 
for Gordon hosiery. They are 
Beige d’Or—a 
true golden beige; 
Clytie—a light 
neutral beige; 
Dianne —a_ dark 
neutral beige 
with a slight co- 
coa tint; Marron 
—the old Marron 


Fes the vantage point of a 


with added redwood cast; Souris— 
a warm, medium gray-beige, and 
Circe—an opalescent tea _ rose 
shade. 


N general, there seems to be a 

tendency toward slightly darker 
tones. In ingrain hosiery, colors 
are being brought out to exactly 
match the darker tan and brown 
tones in leathers. 

Interest in novelty heels con- 
tinues strong, particularly those of 
the pointed variety, more of which 
are coming into the market every 
day. Mesh hose are still running 
strong, with more and more mills 
producing them. One mesh line is 
to be produced in silk and wool for 
the Fall season. More of the seam- 
less knit mesh hose are being made 
and lower prices on them have been 
announced. There is some talk that 
pointed heels and mesh hose may 
soon be overdone, but both enjoy 
a strong market now. Bemberg 
hosiery, particularly full-fashioned, 
is still in strong demand, but deliv- 
eries are getting better as produc- 
tion gains. Coincidental with the 
trend toward greater production of 
pointed heels, the narrow or panel 
heel is coming along, too. 

More fine gage hosiery is coming 
into the market. Several new 51 
gage machines 
have been put in- 
to operation re- 
cently and their 
products are go- 
ing into direct 
competition with 
fine imported 
hose. 
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The Aristocracy of 
Silk Stockings 





is found in 
the K-T-C 
Style Silk 
Hosiery 
Program. 


Comes No. 900 


The Hair Line Mesh, 
making its first ap- 
pearance. 











I HE Mesh vogue was started by K-T-C, and we are constantly de- 
veloping this alluring fashion. 

No. 900 is a stocking of Loveliness! It is a full Jacquard Mesh de- 
sign, but super sheer in effect—made with proper reinforcement and 
clocked top trim. The stitch and pattern employed in this smart stocking 
are most pleasing to the eye. 

This new Mesh stocking is for Immediate delivery, in eight stunning 


shades. 
BLACK HONEY BEIGE GUN METAL SILVER 
FRENCH TAUPE VIDA MISTY MORN FLESH 


Packing—¥, dozen boxes. 


rice $30) 0. da 


KRUEGER-TOBIN CO., Inc. 
2 PARK AVENUE, NEW YORK 
An Incentive to Trade Wherever Displayed 





Boot and Shoe Recorder, July 7, 1928 














“PAULINE” 


DEAR PAULINE: 

WILL now try 
i to tell you 

just how I 
have followed 
every tiny little 
bit of the wonder- 
ful advice you 
have given me; you 
know without my 
telling you, that, 
I, did exactly what 
you said I would, 
as to rearranging 


From 


One H osiery Girl 


to 


Another 


This is the third of a series 
of letters written by Miss 
Pauline Spicer, manager 
of a hosiery department in 
Birmingham, Ala., to her 
friend Jane, who is opening 
a new hosiery department 
in another city. In this 
installment, Pauline gives 
Jane some practical advice 
on selling hosiery.—THE 
EDITOR 


knew in your life. 
My next letter 
will tell you the 
story of the great 
day. 
With lots of love, 
Jane. 


Birmingham, 
Alabama, 
July 7, 1928 
DEAR JANE: 
OU are aware 
of the fact 
that I should be 


the stock. I’ve had 

the new stockings 

in about a week now, I have them 
marked and they have been put in 
the cases three different times al- 
ready and perhaps will change 
them a few times more before the 
opening. 

I wish you could be here on the 
opening day; everything is so 
pretty, and the biggest thrill of all 
would be to have you as my guest. 
I am going to bother you again, 
Pauline, I want you to write me 
a great long letter on salesman- 
ship, make it two if you wish, and 
also just how you handle your 
complaints and exchanges. If you 
will answer these most important 
questions for me I will be the most 
grateful somebody that you ever 
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real angry with 
you for not writing to me long be- 
fore this. Of course I know just 
how busy you have been getting 
ready for the biggest thing in your 
life, your opening. I wish I could 
be there and be your first custom- 
er, not only for the pleasure of 
being there with you to enjoy 
the thrill cf the opening, but to 
witness the success you make on 
your first day, which will be the 
beginning building of a fine busi- 
ness and the making of many 
friends. 

Now Jane, old dear, I can realize 
your desire to start selling, the 
greatest game of all, and to know 
just how to handle each and every 
character that you will be forced 
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Hosiery That Stays on Your Shelves’ |; 
Doesn’t Put Money in the Bank 


You can stock the 
finest hosiery made 
but unless it moves 
across the counter it 
doesn’t make any 
money for you. And 
it does tie up money 
that could be work- 
ing for you some 
other way. 


Turnover is what puts 
money in the bank. 
But you can't get 
much turnover if you 
are loaded to the ears 
with inventory. 
Stock hosiery that 
will sell—not just 
once but again and 
again. And carry 
only as much as you 
need to take care of 
your trade. Then 
turnover is bound to 
increase and profits 
will take care of 
themselves. 

The Durham Retail 
Sales Agency Plan en- 
ables you to do this. 
In the first place the 
Durham plan gives 
you a quality line 





that has a record of 
over 85% satisfied 
users. 

Secondly, it gives you 
a complete range of 


styles on which you 
can do at least 75% of 
your hosiery _ busi- 
ness. No need to 


stock a lot of odds 
and ends. 


Thirdly, the Durham 
Plan gives you an au- 
tomatic Stock Con- 
trol System that oper- 
ates automatically 
without extra expense 
or additional electri- 
cal work. No lost 
sales because of in- 
complete stock. 


When you need fill- 
ins the Durham Dis- 
trict Sales Agent sup- 
plies you within 24 
hours. No lost sales 
because of delayed 
delivery. 


Should 





any colors 





prove slow in moving 
you can exchange 
them for others you 
know will move. No 
money tied up in 
non-productive stock. 
We furnish you free 
with a generous sup- 
ply of advertising 
helps that really help 
move your goods. 

Ask the nearest Dur- 
ham District Sales 
Agent for further de- 
tails of the Durham 
Retail Sales Agency 
Plan, or address Dur- 
ham Hosiery Mills, 
328 Broadway, New 


York. 


DURHAM HOSIERY 
Made durable in the 


world’s largest 
hosiery mills 





FOR MEN 


In addition to our standard 
men’s numbers we now offer 
a complete line of fancy half 
hose in a variety of attractive 
patterns. New patterns every 
month. 

We also offer a splendid new 
value to retail for fifty cents 
— e2 pure silk Banner split 


sole sock. As durable as it 
is stylish. 
It will pay you to stock these 


numbers. 











Durham Hosiery is sold and serviced by these 


a BLOCH ony GOODS Co., 


obile, Alabama 


DURHAM NOTION COMPANY 
Durham, N. C 


DANA-BARNES Co. 
Charleston, West Va. 
1. EPSTEIN & BRO. CO. 
Savannah, Ga. 
FARLEY HARVEY CO. 
joston, Mass. 
FERTIG wees =! co. 
Amboy, N. J. 
HAYMON KRUPP 4 3 
Paso, Texas 
KAHN & PRANK. 
New York City 





SOL. HELLER & S$ 


ONS 
Wilkes-Barre. Pa. 


HEYMAN DISTRIBUTING CO. 
Chicago, II. 
HIBSHMAN BROTHERS CO. 


Cleveland, Ohie 
< ALLNOCH DRY GOODS 
Houston, Texas 
JOHNSTON & LARIMER DRY 


GooDsS Co. Wichita, Kan. 
LAUERMAN BROS. CO 


Marinette, Wis. 
WM. R. MOORE ogy GooDs Co. 
mphis, Tenn. 


NORTHWEST Hosiery co. 
Spokane, Wash. 
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District Sales Agents: 
NORTON BROS. & MORRIS 
Los Angeles, Cal. 
OBST-McLAUGHLIN CO. 
McKeesport, Pa. ; 
SCHWARTZ BROS. & CO., INC. { 
New Orleans, La. 


THE LOUIS STIX CO. 
Cincinnati, Ohio 
STOVALL-DANIEL CO. 

Augusta, Ga. 
URKEN & GILINSKY 

Trenton, N. J. 
ZION’S COOPERATIVE MERC. 

INST. Sait Lake City, Utah 
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to meet, to meet the frowns with 
a smile and to overcome the com- 
plaints with satisfaction to your- 
self and customer. That is when 


you win. 
Now to be a success you must 
know your stuff, know your 


STOCKINGS from the hem to the 
toe, also know where and how 
they are made, for nowadays cus- 
tomers believe they know more 
about merchandise than we do. 
This is true sometimes, still we 
have to have an answer for their 
every question. Now, Jane, 
weights and colors are the most 
important part of the hosiery sell- 
ing game today. You will learn 
that the service weight is used for 
sport shoes and morning wear, 
then we have the semi-service for 
afternoon, and our pretty, sheer 
chiffon for evening. As for color, 
they, of course, must meet the 
needs of the occasion. 

But to know your merchandise 
is not all that is needed in the 
selling game today. You must 
have personality and be on the 
alert at all times, always greet 
each and every one with a smile 
and a willingness to help custom- 
ers overcome their little difficul- 
ties which are oftentimes over- 
estimated. Their greatest trouble, 
you will find, is color 
scheme they wish carried 
out. To help them correct- 
ly you must almost learn 
the contents of their ward- 
robe. 

In speaking of wardrobes, 
Jane, there is where your 
trouble begins, for you will 
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be confronted with garments to 
match called shades you never 
heard of before. In other words, 
to be a hosiery girl you will have 
to have a good eye for color, also 
tone and color blending. You 
know, Jane, it wasn’t so many 
years ago (for we can all remem- 
ber) when we only had about four 
shades in hosiery to worry about. 
They were white, black, gray and 
brown. Compare the colors of to- 
day to those of yesterday. At 
that, we are ofttimes unable to 
please or satisfy until we convince 
the customer that while we are 
unable to match their garments 
perfectly, we can use tones that 
harmonize. We must do this in a 
way that will bring our reward in 
added trade, for a pleased custom- 
er means a dozen more added to 
our list. 

I have mentioned what is nec- 
essary to know in the selling 
game, but you have still your first 
customer to approach. Now, Jane, 
this is where I am going to let you 
in on a little secret of mine. It is 
this: “A customer a day is the 
only way to play.” I say this over 
to myself a dozen times a day and 
I know it has helped me in getting 
new customers. We’ll say this is 
your opening day, you have three 
hundred or more prospec- 
tive customers to begin 
with. Now there are over 
that many working days in 
the year, by gaining a cus- 
tomer a day plus the num- 
ber to start with, plus the 
new ones gained from these, 
you have a very nice busi- 
[TURN TO PAGE 111, PLEASE] 
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GOTHAM 


| GOLDSTRIFE 


Onyx & Pointex 
Silk Stockings 











Is There a Hosiery Buyer Today 
Who Does Not Carry 
Pointed Heels? 


Buyers, ever the first to sense today what the con- 
sumer will want tomorrow, recognized long ago the 
vital place that pointed heels were to play in the 
hosiery business—saw them changing from novelty 
to staple—saw them becoming the necessary part 
of every hosiery department that they are today. 


The Gotham Silk Hosiery Co. is in a position to give 
you the two types of pointed heel stockings that will 
make your hosiery department complete— 


ONYX POINTEX— 
the original and best known pointed heel 
stocking. 


GOTHAM GOLD STRIPE— 
with pointed heel. The only stocking on the 
market that has both pointed heel AND garter 
run protection. 


The introduction of either of the above into your 
hosiery department will mean uniform quality, 100% 
dealer service, satisfied customers and greater net 


profits. | 
Gotham Silk Hosiery Co., Inc. 
MANUFACTURERS | 

Owner of Pointed Heel Patent No. 1,111,658 

j 


389 Fifth Avenue, New York 


Mills at: Philadelphia, Dover, Passaic, Wharton and New York ; j 
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BRAND new shoe store 
o/f accessory was noted in 
the Thos. Childs shoe 


store, Holyoke, Mass., it being one 
of those simple, practical things 
that makes people wonder why no 
one had thought of it before, viz., 
a soft knitted bag into which shoes 
and rubbers may be slipped before 
starting on a journey. 

Miss Connor, who is in charge 
of the Childs hosiery department, 
is very much pleased with the 
sales possibilities of Tecs, as these 
shoe bags are called, not only as 
an extra revenue producer for her 
department but as something her 
customers are eagerly buying. 
Let’s just quote her, so as to catch 
a part of her enthusiasm on this 
subject: “These attractive shoe 
traveling bags are the _ easiest 
sellers our department has had for 
a long while, as practically every 
man and woman will buy from one 


Hosiery and Shoe Store Accessories 


More 


Profits 
from 
Unusual 


ACCESSORIES 


to a dozen pairs, the retail price of 
50 cents a pair being so reasonable. 

“Our sales talk is reduced to a 
minimum, for the bright colors of 
the bags themselves (they come in 
all colors) and the colorful box 
makes such an appealing picture 
to the eye. Customers were quick 
to realize there’s only one parking 
place in a traveling bag for shoes 
and rubbers—that’s snugly and 
safely tucked in Tecs. 

“Packing footwear in grips and 
trunks has long been a nuisance to 
travelers. Grimy soles would rub 
against dainty frocks or clean 
shirts, in spite of the usual paper 
wrappings. Now we sell knitted, 
glove-like, washable bags that one 
can slip shoes into in a second. A 
handy draw string closes the open 
end. It is surprising how they are 
being bought by women for bridge 
prizes and other little gifts as well 
as in the usual manner.” 











Two new numbers from the 
line of the Standard Hosiery 
Mills, Burlington, N. C. At 
the left is a heather combina- 
tion of pure silk and Bemberg, 
with butterfly decoration. At 
the right is a wide clock- 
stripe effect of celanese and 
rayon 





A reproduction of Italian 
hand embroidery in the 
form of a machine clock. 
Courtesy of Society Maid 
Hosiery Co. 





At the right, a boy’s small 

figured sport hose from the 

line of Kramer Bros., New 
York 
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The Harris Silk 
Hosiery Co. pre- 
sents for Fall this 
French clocked 
number in both 
45 and 51 gauge, 
three - thread 
with picot top 
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New sheer silk 
mesh hose being 
produced by the 
Dakin Knitting 
Mills 
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This new plan eliminates 
risks and lost profits for the 
hosiery dealer! It is a most 
liberal and unusual plan and 
deserves your immediate in- 
vestigation. 
















We will credit or exchange any or 
all slow moving shades or styles. 







We will accept for credit or ex- 
change any stockings which have 
faded from window display. 





Immediate delivery assured from our 
complete stocks, centrally located. 


All advertising materials, cuts, mats, 
folders, display signs and posters 
furnished free. 


Our low prices permit resale at gen- 
erous profit. 


Mark-downs are entirely eliminated 
by the liberal Profit Protection Plan, 


Uniform quality of all Gold Maid 
Hosiery styles, in both pointed and 
square heels, is assured at all times. 











For quick turnover and liberal profit, feature Gold 
Maid Hosiery. Sample line sent without obligation 
upon request. 


GOLD MAID HOSIERY 2 


319 W. Jackson Blvd. 4. 
CHICAGO 5. 
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Th (CCOLOR Trend 
EREWITH are listed the Allen-A Co. 
latest best selling colors re- Sh a 
ported by various organizations: ail — 
1. Naturelle 1. Naturelle 
2. Shell 2. Shell 
Gotham Silk Hosiery Co. 3. White 3. White 
Sheer Service 
1. Grain 1. Grain os sery Mi 
= ime . Gisien Arrowhead Hosiery Mills 
3. Misty Morn 3. White Sheer Service 
4. Atmosphere 4, Tansan 1. Grain 1. Champagne 
5. Mirage 5. Pecan 2. White 2. Pearl Blush 
3. Pearl Blush 3. White 
Society Maid Hosiery Co. 
Sheer vaniaens Artcraft Silk Hosiery Mills 
1. White 1. White : 
2. Grain 2. Atmosphere Sheer Service 
3. Pastel Parch- 3. Pastel Parch- 1, Petal 1. Petale 
ment ment 2. Mimosa 2. Zinc 
4. Pearl Blush 4. Grain 3. Gunmetal 3. Mimosa 
5. Sandalwood 5. Pearl Blush 4. Will-o’-the- 4. Vellum 
Wisp 
5. Biarritz 5. Gunmetal 
Dexdale Hosiery Mills 
Sheer Service 
1. White : Gen Realart Silk Hosiery Mills 
2. Samoa 2. Nothing Sheer Service 
3. Harmony 3. White : . 
; 1. Grain 1. Grain 
= passin "1 oe 2. Kasha Beige 2. Mirage 
ve weieend | ee 3. White Jade 3. Paris Gray 
4. Lido Nude 4. Rose Nude 
Holeproof Hosiery Co. 5. White 5. Pawnee 
Sheer Service 
1. Sylphe 1. Grain Kramer Hosiery Co. 
2. Grain 2. Petale : 
3. Petale 3. White Sheer Service 
4. Gunmetal 4. Gunmetal 1. Mirage 1. Mirage 
No. 2 No. 2 2. Pearl Blush 2. Skin 
5. Diane 5. Sylphe 3. White 3. Champagne 
Hosiery and Shoe Store Accessories 
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Our New Full Fashioned Mill, Decatur, Alabama 


This Year We Commemorate the Establishment of 
Cooper, Wells & Company Founded in 1878 


For a half century our organization has been expanding 
without a change of ownership. During this period, which 
has included many financial depressions, our institution 
has been financed entirely within our own organization, 
and no one sits upon the Board of Directors except men 


vitally interested in our success. 


The confidence which we have in our ability to produce 
merchand'se that will allow a liberal profit to our custom- 


ers and a fair return on our capital investment is testified 


to by the 11,000 IRON CLAD dealers. 


We heartily endorse the statement that Quality is remem- 
bered long after Price is Forgotten. During this half cen- 
tury our policy has been to produce merchandise of a 
Quality that would build a good will for our trademark 
and a steady stream of satisfied customers for our retailers. 


Our aim has never been to make merchandise at a price 
but to put into it all of the labor and quality material 
that will help make it a satisfactory article. 


As a result many of our customers today are the grand- 
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sons of those pioneer merchants who first purchased IRON 
CLAD Hosiery in the late seventies. 


We want to pay tribute to all the loyal employees of 
Cooper, Wells & Company, who have made the produc- 
tion and distribution of IRON CLAD Hosiery their life’s 


work. 


In our new Full Fashioned Mill which we built in 
Decatur, Alabama, we have installed thirty 42 gauge Full 
Fashioned Machines, which we know will serve the best 
interests of our trade in producing hosiery up to the well 
known IRON CLAD standard. It will be remembered 
we built our Seamless Hosiery Mill in Decatur, Alabama, 
in 1923. 


We now have every facility for quickly supplying mer- 
chants with hosiery they can profitably sell. 
We wish all of our competitors, many of whom we know personally, fifty 
years of the same progress which we have enjoyed, and, regardless of who 
wins the Presidential election this Fall, Cooper, Wells & Company will 
continue to produce IRON CLAD Hosiery which in every way will match 
the values produced on any Continent. 


COOPER, WELLS & COMPANY 
350 Broad St. St. Joseph, Mich. 


Manufacturers of Full Fashioned and Seamless Hosiery at 
St. Joseph, Michigan, and Decatur, Alabama, 


Manufacturers of Quality Hosiery for Fifty Years 
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View of Machinery in Operation 
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This 
new 


number 






has 
ery? 
oe) 


ANNOUNCING 


American Beauty 
Picot Edge with 
a pointed heel 


Style 21X 


The Leader in a New 
Line of Leaders 


7 











Points of Distinction: 


1—all silk. 2—step toe guard. 
3—garter grip. 4—picot edge in 
contrasting color. 5—pointed slen- 
derizing heel. 6—sheer chiffon weight. 
7—20 latest popular colors. 8—$7.75 
a doz., 8% to 10%, 3 pairs per box. 

















‘‘Um-hum! I like that!’’ they’re say- 

ing from New York to San Francisco in 
the women’s hosiery department of pro- 
gressive shoe stores. 


Wire or Write for a Trial Order. 
THE EVERWEAR HOSIERY 
COMPANY 





Milwaukee, Wisconsin 
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hao Nets m SFe 


in Sales Popular ity 


Re-orders prove that these two silk mesh stock- 
ings from Shalimar are already in the fore- 


ground in fine Shoe Stores. 
S95 Pointed Heel 


Honey Beige Merida 
Kasha Beige Skyn 
Gunmetal Silverwing 
Misty Morn White 

Black Nude 

S 85 Square Heel 
Honey Beige Misty Morn 
White Jade Haze 
Merida Silverwing 
Gunmetal White 

Black 


IMMEDIATE DELIVERY 
Both styles $14.00 per dozen 
Terms 2/10 net 60 days 
MERRILL-CLARK-MEINIG, Inc. 
183 Madison Ave., New York City 


(at 34th Street) 





These styles are but 
two of a complete 
line of women’s 
Quality Silk Hosiery 
ranging in price 
from $11.50 to$14.50 
and particularly 
adapted to the needs 
of the Shoe Mer- 
chant. 

Samples gladly sent 
on request. 








Phone Caledonia 2195 
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CATCHING THE 


URING “Blossom Week” 
T) one of the biggest yearly 

affairs in southern Michi- 
gan, Rimes & Hildebrand, St. Jo- 
seph, tied up nicely with the event 
by installing, with the cooperation 
of Cooper, Wells & Company, also 
located in St. Joseph, the window 
display shown above. A complete 


Outside 


knitting machine was 
shown in the display, 
together with some 
raw silk and several 
pairs of finished 
“Tron Clad” stockings. 


62) ELOW is an ex- 

ceptionally well 

balanced hosiery win- 

dow installed recently 

by the W. P. Herbert 

Company, Troy, N. 

Y. The “Artcraft” 

felt poster in six 

colors, orange, light green, blue, 

yellow, black and gold, together 

with ten of the leading stock colors 

in hosiery representing daubs of 

paint on the artist’s palette, to- 

gether with the plain wood panels, 

formed an attractive background. 

The hosiery in the 11 units was all 
of one’ shade. 
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PUBLIC'S EYE 


and In 


T the right 
0A show half 
of the ho- 


siery department in 
the new I. Miller & 
Sons store, recently 
opened on Thirty- 
fourth Street, New 
York. Across’ the 
foyer from this unit 
is another’ exactly 
like it. The long dis- 
play case in front 
forms an admirabl2 
setting for buckles 
and ornaments. Dis- 
play cases are located 
at the sides and on 
top of the glass front 
hosiery stock case. 


G LENTY of good display space 

is available in the new hosiery 
department of the M. O’Neil Com- 
pany, Akron, Ohio, a photograph of 
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which is reproduced below. 


ly sized display cases. 
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This 
modern department uses the glass 
fronted drawers for carrying its 
hosiery stock, topped by generous- 
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SNRKHNNNAN HNN NNN NN NNN NNN NN NAAN NNN NNN NNNNWHNN Y, 
: : TWO MORE NEW | 
HOSIERY CABINETS! 


Your quick response to our offering last 
month of the small hosiery cabinet (No. 
83) causes us to believe you will be even 


Size 14x12x12 in. 
No. 68 is a shoe and hosiery 
cabinet for wall or floor. 
bg ail drawer holds 12 pairs 
ose. ree lower drawers 
each hold 2 pairs of shoes. 
Covered with a _ choice of 
three papers to harmonize 
with boudoir color. scheme. 
vr cae per dozen. A 
‘ood $5.00 retailer! 


No. 4{—Boudoir Cabinet designed 
to hold 12 pairs of hose, with 
sliding drawers for handkerchiefs, 
trinkets, etc., in three compart- 
ments. | Colors, green, pink and 
blue. Price, $18 per F— 


¢ 


more interested in 
these two more 
elaborate sales- 
builders. They'll 
sell more pairs of 
hose and shoes— 
and pay a profit 
besides ! 


Send check or money order 
for sample. 


THE ROYAL-PIONEER 
PAPER BOX MFG. CO. 


1147-53 North 4th Street 
Philadelphia 
New York Office, 225 Fifth Avenue 


Seseunsaseenanesnssnevenenesnmenianenstasnneamsamsaassseamssatees ‘ 
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News 0’ the MARKET 


and apparently had little difficulty 


Following the lead established in 
May, of the mills selling to jobbers, 
those selling direct to retailers are 
now issuing price lists for Fall, 
showing no change from the values 
prevailing last season. There was 
some delay in making the new 
price lists due to the condition of 
the raw silk market. It now seems 
likely that raw silk is on a stable 
basis, permitting the hosiery mills 
to also make stable prices. 


Most New York distributing 
houses reported good business dur- 
ing June. Buyers, however, were 
looking mainly for “sale” goods 
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in locating sufficient low priced 
merchandise to meet their de- 
mands. Fall business is expected 
to develop during the remainder of 
July and August. 


John Monahan, district attorney 
of Philadelphia, has been elected 
president of the William Brown 
Company, manufacturers of Gran- 
ite Brand Hosiery, -to succeed the 
late James J. Sullivan. 


The Baker-Moise Company, 
wholesalers of Dallas, Tex., have 
discontinued all square heels in 


1928 
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their 
twenty-one novelty heels. More 
thirty, mills, including the 
largest producers of hosiery in the 
country, are now 


hosiery and are offering | 


licensed by | 


Gotham to make pointed heel num- | 


bers. 
stil! in the minority in the larger 
cities, such as Boston, New York, 
Chicago and Philadelphia. 


From One Hosiery 
Girl to Another 


| CONTINUED FROM PAGE 97] 


ness gained by the end of the first 
year, haven’t you? Keep this up, 
and before many moons you will 
have to double your salesforce. 

I have noticed that the public 
of today appreciates being called 
by their names, knowing that we 
take a greater interest in them, 
naturally, by remembering them 
as individuals. Therefore, I keep 
a note book with names, sizes, 
price and the weight each cus- 
tomer likes, so that when I have 
something special that I think 
might interest them, or a sale to 
be put on, I give them first choice 
by calling or writing them in ad- 
vance. They always have a friend 
or two to let in on the secret. 

Perhaps I have tired you out by 


Pointed heels, however, are | 





telling you what to do and not to | 
do, but there is so much to know | 
in the selling game which I have | 


already learned through hard 


knocks that I am trying hard to | 


let you in on them in advance. 


| 220 Fifth Ave. 


With heaps of love and best | 


| @osaine Hosiery 


wishes, 
PAULINE. 
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The Modernistic 
DE LITE HEEL 


No. 851—A slenderizing pointed 
heel design with a charming 
motif completely in tune with 
the modernistic trend of fashion 
today. Fine gauge, all-silk chif- 
fon. Selling well everywhere. 


$15.00 


Manufactured by Oscar Nebel Co., Inc. 
Licensed under Patent No. 1,111,658 


Ten Other Modernistic Heels 
in Our Line. _ Write for 
Samples and Prices. 


ROSENHAIN CO., Inc. 
New York 











HERE AT LAST! 


A Ladies’ Full Fashioned Pure Silk 
Hose to Retail at $1.00 


Style No. 10 made with 25 inches of pure silk and 
a 4 inch mercerized lisle top. Quantity sales permit 
us to bring this number out at a price. A splendid 
item for July and August sale purposes. Can be had 
in all shades for immediate delivery in sizes 81% to 
lO’. 


Another winner: No. 777. A ladies’ pure silk full fashioned 
chiffon hose, silk top and silk plated foot to retail at $1.39. 


UNUSUAL VALUES 


in ladies’, men’s and children’s hosiery. 


s E S C O 99 
HOSIERY 
THE FINEST A-FOOT 


ESCO HOSIERY CO., Inc. 


890-892 Broadway, New York City 
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